











TV in automobiles? 


There are mighty few cars equipped with T'V sets. In fact, in some states it’s 
illegal for safety reasons to put a T'V set in the front compartment. 

But Ethyl has discovered how to bring TV commercials selling your best 
gasoline, right into the car. That is to show these commercials in drive-in 
theatres. Judging from results, it’s an excellent way to sell petroleum products. 

During the past three summers, we used more than 500 drive-in theatres to 
supplement the coverage of our TV shows. Our minute movies reached an 
estimated weekly audience of 3,350,000 in 1953. But more important than 


coverage figures was the strength of the impression left with car owners. 


Continued on next page 





TV in automobiles? 
(Continued from preceding page) 


We checked with service-station operators within a reasonable driving range of 
individual theatres after the showing of our films. Again and again we were told 


premium sales had gone up and that many people mentioned having seen the 
Ethyl films. 


In fact, these films proved so successful in influencing motorists outside the 
TV areas that we are including selected drive-in theatres in our 1954 advertising 
plans to help sell more ‘“‘Ethyl’’ gasoline. We wondered if perhaps some of our 
friends in the merchandising and advertising end of the oil business might not be 
interested in hearing of this relatively new — but proved —way of selling petro- 
leum products. 


Ethyl’s use of drive-in movies to help sell your best gasoline is another service 
we are happy to perform for our friends in the oil industry. 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 


3,000 gallons of sea water must be treated to obtain 
just one pound of bromine for ‘‘Ethyl’’ antiknock 
fluid. And to keep Ethyl! supplied with this chemi- 
cal, Ethyl-Dow Corporation each day processes as 
much water as is used by Cleveland, Detroit, and 
St. Louis combined! 


1953 was the 20th year of publication of 
the Ethyl “Brief Passenger Car Data’”’ 
booklets . . . handy pocket volumes which 
give pertinent engine specifications on all 
late-model automobiles. 


Over 250,000 test hours on aviation prob 
lems have been logged at the Ethyl Re- 
search Laboratories for the Armed Forces. 





JO YEARS AGO AUTOCAR SWITCHED 
OVER TO NUT & BOLT CONSTRUCTION 
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AUTOCAR DIVISION OF 
THE WHITE MOTOR COMPANY 
Ardmore, Pa. 


How can Autocars improve 


During a transcontinental test run way back in 1920, a spring 
bracket broke and had to be removed, brazed and remounted. Due 
to its location, it took a whole day to chisel through the rivets that 
held the bracket. Right then and there Autocar switched over to 
nuts and bolts. It was plain that rivets were not right for a quality 
product like Autocar. And besides, bolts permit the use of higher 
strength material than rivets. They’re heat treated and fit the holes 
exactly. They’re installed with heat-treated tension lock wash- 
ers under both bolt head and nut for a permanent, tight fit. They 
make maintenance quick and easy because any part, even the 
frame rail, can be removed and replaced without special tools. 
When you buy an Autocar, you get a sturdy, quality-built truck or 
tractor that stays in tip-top operating condition for years and years 
of dependable service. Fill in the coupon for more information. 


AUTOCAR TRUCKS 


Autocar Division of The White Motor Company 
Ardmore, Pa. 


Export: Drexel Building, Philadelphia 6, Pa., U.S.A. 


Factory Branches and Distributors from Coast to Coast 
in the United States and Canada 


my hauling operation? 
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paint-up clean-up center for GATX tank cars 


Forty tank cars can be serviced in this paint shop at one time. Every surface— 
interior and exterior—that can be painted, sprayed or brushed gets its protective 
covering here. After the car has gone through the mechanical department for 

necessary maintenance and repair work the important car reporting marks, advertising 
decoration and other stencilled information are applied. These surface finishes 
applied at the General American car repair shops increase the usefulness of the 47,000 
GATX tank cars and keep cars available for duty. 


To keep the fleet rolling, General American's more than 30 car repair shops work with 
the Engineering and Traffic departments to give shippers more dependable service for 
transporting liquids in bulk. 


Carrepairshops \G At X<7 GENERAL AMERICAN TRANSPORTATION CORPORATION 
throughout the U.S.A. RE 135 South La Salle Street, Chicago 90, Illinois 
Offices in principal cities 
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Petroleum 


Behind Our Headlines 


When Washington Bureau Staffer 
Glenn M. Green, Jr. was nosing around 
Wilkes-Barre, Pa., gathering informa- 
tion for the Dec. 16 NPN price war 
story, he hardly expected to find any 
connection with the policeman who di- 
rects traffic in front of the National 
Press Building in Washington. 


It started this way: 


One day, the officer visited the 
Bureau, requesting some back issues 
of NPN. A few days later he was 
back—for some more issues. Each 
time he was rather noncommittal 
about his reasons. It is, of course, 
not the most usual thing in the world 
for a traffic policeman to be inter- 
ested in NPN, as fine a magazine as 
it is. 

The third time the officer showed 
up he was a bit more explicit about 
his objective—he was looking for the 
issue which contained the price war 
story. It was a simple matter, then, 
to find one in the files. 


Newsmen being what they are— 
nosy—Green was determined to get 
to the bottom of this curious hap- 
penstance. Why was the policeman, 
as a uniformed representative of the 
Metropolitan Police Force, going to 
so much trouble to read that particular 
issue of NPN? 


If you recall, that ‘issue’s cover pic- 
ture featured a sign-bearing truck 
parked across a sérvice station drive. 


That was the key. The officer had 
sold that truck to the operator whose 
station appeared in the background. 
The cop had heard about the picture 
and wanted a copy. 


Coincidence. You could never sell 
it in fiction. 


—Herbert A. Yocom 
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Tri-Sure Closures keep every 


MID-CONTINENT 


v 
Peer euro” 


Reg. U.S. Pas. Of 


CLOSURES 


AMERICAN FLANGE & MANUFACTURING CO. 


"Seal Protects Quality” 


“Tri-Sure* protection for every drum”’ is part 
of the marketing program of the Mid- 
Continent Petroleum Corporation—and it 
pays, not only in the prevention of losses but 
in the maintenance of customer good-will. 


This drum equipped with Tri-Sure Closures 
carries premium-type D-X Motor Oil with 
Extrinol as well as Mid-Continent’s industrial 
and other lubricating oils. As a result, all 

of these fine products are protected from 
leakage and impurities—and Mid-Continent’s 
customers are assured of full value every time. 


Tri-Sure Closures—with their exclusive 
assembly of Flange, Plug and Seal—offer 
you the dependable way to safeguard your 
products from losses, and to increase your 
company’s prestige. When you order drums, 
always specify “‘Tri-Sure Closures’. 


*The ““Tri-Sure’”’ Trademark is a mark of reliability 
backed by over 30 years serving industry. It tells 
your customers that genuine Tri-Sure Flanges (in- 
serted with genuine Tri-Sure dies), Plugs and Seals 
have been used. 


INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 


Gasoline Shrinkage Test—Texas oil men will start in 
the next two months a test to find out how much shrinkage 
occurs in handling gasoline. A committee of suppliers, 
wholesalers and retailers studying the stock loss problem 
plans year-long tests at 60 stations throughout the state. 
Stations will be chosen from various temperature zones in 
Texas and will represent all brands of gasoline. The com- 
mittee has already held pilot tests at five stations. 


Car Market Forecast—There will be about 45.6 million 
passenger cars registered in the U.S. at the end of this year, 
according to NPN estimates. Other predictions: About 12 
million of the cars will have automatic transmission. The 
average car owner will burn a shade less than 700 gal. of 
gasoline in driving about 10,400 miles in 1954. 


y 


Danger from Discounts—The Midwest market is sliding 
toward the same unhealthy price conditions that prevail in 
Southern states—identical consumer and dealer tank wagon 
prices. This is the warning from Otis Ellis, general counsel 
of National Oil Jobbers Council. He is urging oil marketers 
to stop giving “uneconomic discounts” on consumer deliv- 
eries. He says that loans or gifts of equipment are com- 
plicating the situation. He adds that in some cases the cost 
of these “extras” to the customer could not be recovered 
for 10 years, even if total gross margins on the accounts 
were used to cover the cost. 


Lawmakers Balk—There is practically no chance Con- 
gress will pass a law to ban industrywide bargaining and 
strikes. The House Labor Committee decisively voted down 
such a proposal. And it is doubtful this verdict will be 
changed on the House floor or in the Senate. 


Texas Station Organizing—Labor union attempts to 
organize station employes in Texas are spreading, reports 
Gordon Griffin, secretary of Texas Service Station Assn. 
But he says the main point of attack is still the Beaumont- 
Port Arthur area, where about half of the employes in half 
of the stations have “signed up.” Mr. Gordon points out 
that dealers in Port Arthur are on the spot because the city 
is “85% union,” and picketing would mean real trouble for 
a dealer’s business. Mr. Gordon says his association will 
fight any union attempt to deal with it as a unit, and will 
try to keep bargaining on an individual dealer basis. “But,” 
he adds, “it probably will be a hard fight.” 


Antiknock Expansion—Within the next 12 months, 
Ethyl Corp. will complete a 15% expansion of its capacity 
for making “Ethyl” antiknock compounds at the company’s 
Houston and Baton Rouge plants. 
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Mexican Lube Threat—Sales of U. S. lube oils and 
greases in Mexico may be hit hard when the new 14,000 
b/d lube plant at Petroleos Mexicanos’ Salamanca refinery 
starts operating in August. Most big U. S. oil companies 
have good-sized operations in Mexico for importing and 
distributing lube oils and greases under U. S. brand names. 
The importers fear the Mexican government may cripple 
their $10 million-a-year business by banning or placing a 
prohibitive tariff on lube imports when the Salamanca 
plant opens. 


Smog Counterattack—The West Coast oil industry is 
adopting a new policy on smog. Oil men plan to answer 
quickly and emphatically charges that oil refineries and 
other oil installations are big offenders in causing smog. 
Industry leaders are working on a platform that will spell 
out the new policy. It should become official in the near 
future. 


Plastic Tank Future—rThe prospects for extensive de- 
velopment of plastic truck tanks will be laid out for Na- 
tional Tank Truck Carriers at the group’s May meeting in 
Cincinnati. Giving details on progress to date and a look 
ahead will be American Cyanamid Co. It supplied the 
resin used in a plastic truck tank recently built for P. B. 
Mutrie Transportation, oil hauler of Waltham, Mass. 


Open Market Field Day—Spot buyers of gasoline are 
coming into their own again on the West Coast. During 
gasoline shortages last year, they had no assured supply 
and had to pay uncomfortably high prices. Now, with gaso- 
line stocks piling up, the spot buyers can find good bar- 
gains. Some of them can get quality gasoline for rebrand 
sales, and thus can compete with quality branded gasoline. 


Tire High Sign—Stations of a major oil company will 
shortly be showing something new in tire identification 
signs. It will be a full-size replica of a tire, with the tire 
brand name in the center. The sign will come in two sec- 
tions (for easy mounting on a light standard or other metal 
pole), and will be made of a new light-weight, weather- 
resistant compound. 


Help for Consignees—Union Oi! Co. of California is 
up-dating its consignee training program—placing more 
stress than ever on selling aids. Union is taking the pro- 
gram out into the field to consigness. The company’s mid- 
dleman distribution is carried on largely by consignees. 
Union feels their function is more important now than at 
any time since World War II. 


For more Ahead of the News > 
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Car owners want...will buy...and pay more 
for the 3-way greater safety of 





MILLER TUBELESS TIRES 


N these days of higher speeds, 

crowded highways and mount- 
ing accident rates, customers are 
more than ever aware of the need 
for greater safety in their tires. 


Miller’s new Safety-Guard Im- 
perial puncture-sealing tubeless 
tire offers extra protection against 
the three-way threat of blowouts, 
flats and skids. You can quickly 
demonstrate these safety features to 
your customers and explain how 


A WARNING 


they can safeguard the whole family. 


To your customers these Safety- 
Guard features mean more than 
price advantage. What man will 
gamble the lives of loved ones 
against savings of a few dollars! 

Not only does the Miller tube- 
less tire provide a premium value 
in safety, but it also matches any 
other tire in mileage, good looks 
and comfortable riding. Feature 
for feature nothing beats it. 


NOT A BL owo UT 


And what does all this mean 
to you? Simply this... 


The Miller franchise provides you 
with the outstanding Safety-Guard 
Imperial tubeless tire that you can 
sell without giving away your 
profits. It gives you a protected 
territory in which to sell this more 
profitable tire. The Miller line in- 
cludes this new tubeless tire and 
a complete line of truck, farm and 
passenger car tires. It gives you 
an energetic merchandising pro- 
gram that includes national area 
advertising. It assures you the con- 
tinuing support and counsel of 
experienced tire merchandisers, 
Investigate the profit opportunties of 

a Miller franchise. Write Dept. NM-3 
now for complete information. Miller 
Rubber Company, a Division of The 
B. F. Goodrich Company, Akron, Ohio, 








Extra pretection from skidding. There's no other 
tread quite like that of Miller tires. Hundreds of 
knife-edged blocks grip the road from every 
direction. You stop straight, fast and safe! 


Extra protection from blewevts. Miller's patented 
Blow-Out Shield guards against blowouts. If the 
tire cords are damaged by severe impact, a small 
hole develops through which air escapes slowly. 
You are warned without suffering a blowout. 


Extra pretection from flets. Miller has replaced 
ordinary inner tubes with a special lining of gummy 
rubber that seals punctures while you are driving 
without loss of air. 
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More NOJC Teamwork—National Oil Jobbers Council 
will try a new type meeting at its April convention in Hot 
Springs, Va. Presidents and secretaries of the various state 
jobber associations will hold a joint meeting the evening 
before the convention opens. Previously, the two groups 
have held separate sessions. NOJC officers think the joint 
sessions will be valuable, since the presidents and secretaries 
work together closely in their own organizations. 


Winning the Public—Oil industry public relations ac- 
tivity is being stepped up on the West Coast. A new public 
relations committee of the Western Oil and Gas Assn. is 
composed of company heads. And the Association’s public 
relations subcommittee is now a formal group, with a 
broadened base. A big job of the subcommittee is to fore- 
see problems, so that action can be taken to prevent un- 
favorable public opinion from developing. 


Northwest Gas Delay—Natural gas pipe line service to 
the Pacific Northwest probably will not begin until after 
the 1955-1956 heating season. The Federal Power Com- 
mission probably won’t decide until next fall what com- 
pany will supply the Northwest with gas. And after the 
FPC decision, the winning company will have to meet the 
problems of financing the pipe line project, buying and 
laying the pipe, and building other facilities. This probably 
will take 18 months—making gas delivery too late for the 
1955-1956 season. 


Lube Selling Aid—Another company now using a sys- 
tematic method for building lubrication sales is Richfield 
Oil Corp., Los Angeles. The company has a new “Lubrofile” 
system, which allows station dealers to keep track of lube 
job customers and to send out reminders with little effort. 
Richfield says system is proving valuable in building repeat 
business. 


NPN Staff 


New Retail Chain—Two veteran West Coast marketers 
are working on a plan to develop a chain of independent, 
multi-pump stations in the Los Angeles Basin. They are Earl 
Gilmore, who headed the old Gilmore Oil Co. (which Gen- 
eral Petroleum bought in 1945) and Marc Leh, former GP 
executive. With them is Dave Brown, Mr. Leh’s business 
partner. At present, Mr. Gilmore has one 24-pump serve- 
yourself. The men are thinking of a chain of 20 or 30 sta- 
tions. One obvious problem has been lining up strong loca- 
tions. With gasoline stocks mounting, supply isn’t a problem. 
But price is. A Gilmore spokesman says the project is “still 
in the formative stage,” but a decision may be reached by 
April. 
- 


Supplier Voice Heard—To produce better understand- 
ing between oil jobbers and suppliers, a Midwest jobber 
association is considering a “Suppliers Speak” section in 
its monthly bulletin to members. Supplying company men 
would be asked to submit articles on industry problems— 
giving the supplier viewpoint. Big company men would be 
allowed to “say anything they want,” with the association 
reserving the right to answer their statements the next 
month. A green light for the plan is expected soon. 
. 


Expansion for Security—A big Independent Los An- 
geles Basin marketer is expanding his chain of stations to 
assure Outlets for gasoline and to maintain his total volume. 
He believes he must strengthen his own system of con- 
trolled outlets to remain competitive. He says this is be- 
cause most other outlets are controlled, leaving little open 
business. 
. 


‘Tough’ Rubber Developed—A new synthetic rubber 
for use in fuel hoses, gaskets, tank linings and other prod- 
ucts has been developed jointly by the Army and M. W. 
Kellogg Co. The Army says the rubber is (1) unusually 
resistant to corrosive chemicals, (2) little affected by lubri- 
cants, and (3) serviceable in a temperature range of —15 
to 400 deg. F. All of Kellogg’s production will be for the 
military. 
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STATION-ENGINEERED 


PRODUCTS 
include 


AIR COMPRESSORS 


Two-stage (high 

and low-pressure) 

and single-stage. 

. Tank-mounted; 

quiet, smooth-run- 

} ning, completely 
automatic. 


Horizontal Type 
Vertical Type 


AUTO HOISTS 


Single, double, and 
3-post types. Free- 
wheel, frame-hoist, 
or drive-on. Hydrav- 
lic operation (semi 
or full) for cars, 
trucks, buses. 


HOSE REELS 


Retriever reels for 
air, water, oil, 


greases; 


type or open. In- 
stalled on wall, 
floor, ceiling or on 


an island. 


High boys, tank 
units, dispensers for 
oil, gasoline, kero- 
sene, alcohol, and 





WASHINGTON 


Questions Surround New Pipe Line Bill 


It can’t be established from here or 
in the field that any Iowa jobbers 
helped push the legislation introduced 
recently by Senator Gillette (D., Iowa) 
to prohibit oil shippers from having 
ownership in common-carrier inter- 
state oil pipe lines. 

What raises the question is that the 
issue of “phantom freight” had been 
a hot one in Mr. Gillette’s home ter- 
ritory a few years back and some of 
the jobbers are still pretty rabid about 
the subject. But the lowa Independent 
Oil Jobbers Assn. disclaims any knowl- 
edge of the bill, other than what ap- 
peared in the oil press. (There was no 
discussion of “phantom freight” at the 
last meeting a month ago and it was 
mentioned only casually in a resolution 
calling on NOJC to study various 
major oil company marketing prac- 
tices.) But this association position 
would not, of course, preclude any 
individual dealings by jobber mem- 
bers with the Senator. 

General Counsel Otis Ellis of NOJC 
was out talking to the Texas jobbers 
when the bill was thrown into the hop- 
per but later he emphatically pointed 
out that there was absolutely no con- 
nection between Mr. Gillette’s proposal 
and past discussions NOJC may have 
had on “phantom freight.” 

Also entering the speculation was 
Paul Hadlick, counsel here for the 
National Oil Marketers Assn. This 
group has long favored divorcement 
of the various oil industry segments 
(as also advocated in the past by 
Senator Gillette). And Mr. Hadlick is 
close to the Senator, having served as 
his counsel during the Democratic 
administration when Mr. Gillette 
headed an agricultural investigating 
subcommittee. 

But Mr. Hadlick flatly denies hav- 
ing “influenced” the legislation and 
professes to know nothing of why Mr. 
Gillette should make his move at this 
particular time. 

This time element is the big mystery. 
Mr. Gillette first pressed for similar 
legislation (which never got anywhere) 
back in 1939. 

Now, 15 years later, it comes again 
out of the blue. 

Maybe we should just settle for the 
obvious political angle. The Senator 
is up for re-election this fall and all 
this talk about cutting prices to oil 
consumers through lower pipe line 
rates should make good reading back 
home. And it also makes good sales 
talk for the Democratic party in gen- 
eral—which has been hollering high 
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cost of living and the need for meas- 
ures to head off a recession. 


Tankers in Still Waters 


Some day, perhaps, the government 
is going to evolve a clear-cut policy 
on tanker trade-ins, long-term leases 
and other shipping matters. Thus far 
it hasn’t. 

Last year, legislation recommended 
by the Commerce Department was 
introduced in Congress spelling out 
the terms of the proposed trade-in 
program. But it didn’t pass because 
some congressmen didn’t think the 
proposed bill made clear the basis for 
determining trade-in value. Fearful 
that this might leave the door open 
for abuses, they stalled the legislation. 

Because the legislation had not been 
introduced until the closing days of 
the session, there wasn’t time to do 
anything about it last year. 

It was generally taken for granted 
Commerce would iron out the wrinkles 
and be ready to push through on the 
proposal as soon as Congress convened 
again. 

Instead, there have been a number 
of delays and nothing much has been 
accomplished. 

Some of the delay apparently was 
caused by a mix-up in signals, or a 
lack of signals. It seemed that Com- 
merce was waiting on Congress to take 
the next step; and Congress was wait- 
ing on Commerce to make next move. 

At one stage, Commerce asked a 
special shipping panel to make a study 
and make recommendations for a 
government shipping policy (includ- 
ing tankers). 

That was a year ago. The panel 
made the study forthwith and filed its 
findings and recommendations last 
October. However, this report was 
kept under wraps at Commerce De- 
partment for some reason or other and 
wasn’t made public until a senator got 
hold of it last week and published the 
main parts of it in the Congressional 
Record. 

We hear now that Commerce is 
about ready to outline its program to 
Congress—but not quite ready. If 
there are many more delays, it prob- 
ably will be too late to get much ac- 
complished during this session. 

The shipping industry, including 
tanker operators, are split over some 
of the issues. This, added to the gen- 
eral inertia of some government agen- 
cies, doesn’t make it likely that very 
many problems are going to get solved 
very soon. 





PETROLEUM INDUSTRY INDICATORS 


3 is NPN PRICE AVERAGES* 
Refinery /Terminal 
(¢ per gal.) 
Mar.12 Feb.12 Mar.9 
1954 1954 1953 
Gasoline 11.69 11.90 11.65 
Kerosine 10.57 10.60 10.17 
Distillate 9.18 9.21 8.64 
Residual 4.00 4.21 3.37 
4 principal 
products 8.95 9.12 8.64 
Lube oil 16.96 17.09 18.93 
Crude at 
well ($ 
per bbl.) 2.82 2.82 2.63 








* Weighted average price, prin- 
cipal markets. 








Week Week Week 


Or) weexty PETROLEUM STATISTICS (APD Mars ae — 


Mar. 7 
1954 1954 1953 
Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 179,203 171,972 159,434 
Distillate fuel oil (thous. bbl.) 68,194 78,468 65,476 
Kerosine (thous. bbl.) 19,905 21,056 19,843 
Residual fuel oil (thous. bbl.) 46,065 45,885 43,628 
Crude oil—B. of M. (thous. bbl.) 261,934 267,896 272,448 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 6,951 6,879 6,963 
Foreign crude included (thous. bbl. daily) 601 587 607 
% of refinery capacity operated 86.2 85.3 91.8 
Refinery Output 
Gasoline (thous. bbl.) 23,874 24,344 23,131 
Kerosine (thous. bbl.) 2,982 2,738 2,966 
Distillate fuel oil (thous. bbl.) 10,617 10,978 10,297 
Residual fuel oil (thous. bbl.) 8,195 8,549 9,035 
Crude Supply 
U. S. crude oil production (thous. bbl. daily) 6,327 6,172 6,343 
Crude oil imports (thous. bbl. daily) 557 586 539 


my M Oo N T H LY MAR K ET T R E N D Ss Latest Month Previous Month Year Ago 


Petroleum products in secondary storage (thous. bbl.) 51,107 (Dec.) 54,481 51,798 
Exports of crude and refined products (thous. bbl.) 12,047 (Dec.) 11,398 15,529 
Average station gasoline price, ex tax (¢ per gal.) 21.60 (Mar.) 21.81 20.62 
Gasoline consumption (million gal.) 4,104 (Dec.) 3,911 3,863 
Service station building permits (number) 346 (Dec.) 334 215 
Passenger cars—domestic shipments (thous.) 434 (Jan.) 372 435 
Trucks and buses—domestic shipments (thous.) 84 (Jan.) 80 98 
Automotive replacement tire shipments (thous.) 3,993 (Jan.) 2,903 4,794 
Replacement battery shipments (thous.) 2,176 (Nov.) 2,825 2,168 
Oil burner shipments (thous.) 45 (Nov.) 60 53 
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SUPPLY AND DEMAND 


Refinery Runs Drop—As crude oil 
and condensate production rose 
129,850 b/d, refinery runs declined, 
along with output of all major prod- 
ucts during the week ended March 
6. Significant was the 637,000-bbl. 
decrease in the production of gaso- 
line. The largest decline in produc- 
tion was residual fuel oil, which 
dropped 733,000 bbl. 





Natural Gas a Menace—More than 
the importation of foreign oil, C. S. 
Jones, Richfield Oil president, sees 
the importation of natural gas from 
other states a greater menace to 
California producers. The current 
rate of gas importation is displac- 
ing 100,000 b/d of fuel oil as in- 
dustrial fuel. He draws the relation 
between the displacement of fuel 
oil by gas and the unitization of oil 
pools in which pressure mainte- 
nance is used through the injection 
of gas. Gas injected into and stored 
in the gas cap of an oil reservoir 
during the summer months would ° 
otherwise be sold for industrial fuel. 4 quality camelbacks 
Mr. Jones asks how much better . 
would it be for the producers and : i to choose from 
the public as well if it were used to 
produce more oil. 


arrival of a Gulf Oil tanker at Premium quality, cut resistant stocks 
Cleveland with a 20,000-bbl. cargo 


of gasoline from Toledo opened the for greater mileage on all operations. 
shipping season on the Great Lakes. 
It won’t be until about April 1 that 
the season gets into full swing. 
The perfect molding camelback that 
Oil Imports Dip—A decline of 


24,700 b/d in total U.S. imports of gives longer wear and reliable service. 


crude oil and products was re- 
ported by API in week ended 
March 6, as compared with the : " 
week before. California imports Inexpensive yet very durable. Pliable 
dropped 24,600 b/d to 5,700 b/d, and easy to handle. 

and east of California declined 100 
b/d to 1,094,800 b/d. NEW crude MOGRIP 


Power Fuel Use U A 7.6% in- yar 
aneens ta Ge sacar Gin oil for Combination natural and cold rubber 


electric power plant consumption stock that is abrasive-filled for maxi- 
was reported in January, compared mum winter traction. Non-chipping, 
to a year ago. The Federal Power : 

Commission reported the total as longer life. 

8,285,452 bbl. Natural gas con- You'll get the jump on your competitors by giving 
sumption tallied more than 67 bil- customers these top traction treads. Stock up 
lion cu. ft., 12.2% greater than a TODAY on Mohawk Recap Stock. 

year ago. Coal use rose 4.1% to 
almost 11 million tons in January. | : MOGUM... 





" The universal repair stock often imi- 
Alberta Output Climbs—A record } tated but never equaled; use it as a tread 


crude oil production of 77,420,800 gum, cushion gum, plug gum, tube gum. 

bbl. was reached in 1953 at Alberta, 

reports the Alberta Petroleum and THE MOHAWK RUBBER COMPANY 
Natural Gas Conservation Board. Plants: Akron, Ohio « Littleton, Colorado 


| Export Department: 1775 Broadway, New York 19, N. Y. 
1 Cable: "MOHAWK" New York 
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Nei CHEVROLET TRUCKS 


do more work per day ... more work per dollar 
on every type of hauling or delivery job! 


‘Lo 


Pe i) 
Rive o 4 Mx 


al 


an a oie 


Time and money are the two most important factors THEY SAVE YOU MONEY 


in any trucking job—and the new Chevrolet trucks 
for 54 are built to save more of both! 


THEY SAVE YOU TIME 
ALL THE TIME 


Whether you deliver door-to-door or haul state-to- 
state, new Chevrolet trucks will speed up your sched- 
ules. They bring you new hour-saving engine power 
—greatly increased acceleration and hill-climbing 
ability. You save time with greater safety ... and 
without increasing your maximum road speeds. In 
traffic or on delivery routes, new truck Hydra-Matic 
transmission* saves time, and saves driving effort 
as well. It’s the last word in no-shift truck driving. 


IN EVERY WAY 


Along with increased power, these great new trucks 
bring you increased operating economy. You enjoy 
hefty gasoline savings in every model, thanks to new 
high-compression performance. In addition, you save 
on upkeep and maintenance. That’s because you get 
extra strength and stamina in drive line and chassis. 
There are heavier axle shafts in 2-ton models, newly 
designed clutches and stronger frames in all models. 

See your Chevrolet dealer for all the facts about 
the “‘savingest’” Chevrolet Advance-Design trucks ever 
built! . . . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


MOST TRUSTWORTHY TRUCKS ON ANY JOB! 





THREE GREAT ENGINES — The new “Jobmaster 261” engine* for extra heavy hauling. The “Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION*—offered on 12-, %- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD—for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING —easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 
a 


*Optional at extra cost. Ride Control Seat is available on all cab models, " Jobmaster 261" engine 
on 2-ton models, truck Hydra-Matic transmission on '/,-, /4- and 1-ton models. 


CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 
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An Oil Empire 


This week, William J. Cart- 
haus, new president of the newly 
formed Great Northern Oil Co., 
is working day and night and 
commuting between New York 
City, St. Paul, Minn., and Tulsa, 
preparing contracts for the con- 
struction of a new oil refinery in 
the Twin Cities area. 

Whether he realizes it or not, 
Bill Carthaus has become today’s 
symbol of a new oil empire be- 
ginning to rise in the Upper 
Midwest—an empire stemming 
from the vast new crude dis- 
eoveries in the Williston Basin 
of North Dakota and its Canadian 
extension into Saskatchewan. 

It’s an empire that today is only 
embryonic. But, it is an empire that, 
if it follows the pattern of history in 
other great producing areas, will de- 
velop slowly with additional refineries 
and pipe lines, until eventually it be- 
comes sufficient unto itself. 

It is an empire that, as it develops, 
is likely to bring about widespread 
dislocations in marketing. There are 
sure to be casualties. 

Some suppliers will be placed at an 
economic disadvantage because their 
production and refining are in distant 
areas. They will have difficulty com- 
peting with the lower costs of “home 
grown” crude and refined products. 
They will fight for a while to retain 
their markets but eventually will turn 
to more economic areas. 

During this transition period, mar- 
kets will be depressed and lesser mar- 
gins of profits will be available to all 
levels of the industry throughout 
Minnesota, the Dakotas, western Wis- 
consin, northern Iowa, and perhaps 
even into the Chicago area. 

But, finally, the immutable laws of 
economics will prevail and stability 
of marketing will develop, bringing 
with it greater prosperity for oil men 
of the Upper Midwest than they have 
ever enjoyed before. 

These steps will not be clean cut. 
They will merge one into the other. 
Sometimes the dislocations may be 
mistaken for a continuation or re- 
sumption of the periodic price wars 
which have harried the area for the 
past several years. 

How long the process of evolution 
will take is anyone’s guess. It might 
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NEW PIPE LINES are changing the face of Midwest marketing and distribution 


be five years; it might be 10. 

Future Is Big—But whether it’s a 
decade or more, there is no question 
today that the Upper Midwest is de- 
stined for a big expansion—soon—in 
refineries, pipe lines and terminals. 

As head of the area’s youngest refin- 
ing company, Bill Carthaus’ immediate 
job is to get Great Northern’s refinery 
contracts let and construction started 
late this spring. Completion date for 
the 20,000 to 25,000-b/d plant is set 
for late next year. 

He’s well qualified for the task on 
the basis of many years’ experience as 
vice president of manufacturing and 
distribution for Deep Rock Oil Corp. 
It was under his direction, that Deep 
Rock in 1950 modernized its Cushing 
refinery with installation of an 18,000 
b/d fluid catalytic cracking unit. 

New Refineries—Great Northern’s 
will be the third important refinery to 
be constructed in the Upper Midwest 
since 1953. And others are to follow, 
as indicated by Shell’s recent an- 
nouncement that it contemplates erect- 
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ing a plant in the Twin Cities area 
within the next five years. Minnesota 
oil men are guessing that it'll come 
considerably before then. 

Completed last year and now on 
stream is the 11,000-b/d plant of 
International Refineries, Inc., at 
Wrenshall, Minn., outside Duluth, 
which supplies the needs of Western 
Oil & Fuel Co. of Minneapolis. 

Now under construction is Indiana 
Standard’s 30,000-b/d_ refinery at 
Mandan, N. Dak., which will process 
crude from the Williston Basin. It 
originally was scheduled for comple- 
tion in 1955, but work has progressed 
so rapidly because of this year’s open 
winter that it probably will go on 
stream next October. 

Two smaller plants in the immediate 
Williston Basin area also are under 
construction and soon to operate. 

One of these is the 1,500-b/d plant 
of the Williston Basin Refining Co. at 
Williston, scheduled to start operating 
about April 15. Oskey Petroleum 
Corp. will distribute the entire produc- 
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EXPANSION 





x \ 


PLANT EXPANSION at Northwestern Refining Co.’s 8,000-b/d refinery at St. Paul 
Park, Minn., ultimately is scheduled to boost its capacity to 30,000 b/d 


tion into eastern Montana and Canada. 

The other is the 2,000-b/d plant of 
the Queen City Oil & Refining Co. at 
Dickinson, N. Dak. 

In addition to these, Minnesota’s 
first—and for many years only— 
refinery is going through a three-stage 
expansion program that ultimately will 
increase its capacity from 8,000 b/d to 
30,000 b/d. 

This is the St. Paul Park facility of 
Northwestern Refining Co. The first 
phase of the program was installation 
of 11,000-b/d catalytic cracking unit, 
completed last July. The second step, 
now under way, is revamping of the 
distillation unit to raise its capacity 
from 8,000 to 12,000 b/d. It is sched- 
uled for completion next fall. The 
third step will be construction of a 
new 15,000-b/d topping unit. Con- 
struction will start in the fall and is 
scheduled for completion in 1955. 

Pipe Line Net—New pipe line con- 
struction was led by the Interprovin- 
cial line into Superior, Wis., for trans- 
portation of Canadian crude into the 
U.S. and the eastern provinces of 
Canada. International’s Wrenshall re- 
finery is taking its crude from this line. 

Service Pipe Line, an Indiana Stand- 
ard subsidiary, constructed a line from 
Tioga, N. Dak., in the Williston Basin 
eastward to Mandan. Crude for Stand- 
ard’s new refinery already is flowing 
through the line and being stored in 
giant tanks preparatory to opening of 
the plant. 

Standard has completed construc- 
tion of North Dakota’s first oil prod- 
ucts pipe line—a 205-mile stretch 
from Mandan eastward to Moorhead, 
Minn. Today, products are moving 
westward through the 10%4-inch line 
from Whiting, Ind., near Chicago. But 
when Mandan goes on stream, the 
flow will be reversed. Products from 
Mandan will move to Moorhead and 
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then fan out across Minnesota, north- 
ern lowa and western Wisconsin. 

Future pipe line construction—espe- 
cially crude lines—will have an im- 
portant bearing on future refinery de- 
velopment in the Upper Midwest. If 
a new crude line comes into the Twin 
Cities from Williston, or connects the 
Twin Cities with the Interprovincial 
pipe line, it almost certainly will act 
as a spur to new refinery construction. 

Crude Line a Factor—In announc- 
ing that Shell might build a new plant 
in the Twin Cities area, J. G. (Doc) 
Jordan, marketing vice president, said 
that the project hinged principally on 
whether a crude line is built into the 
Twin Cities and Chicago. 

“It is almost certain that if such a 
crude line is built, there will be even 
more refining capacity built in this 
market,” he observed. 

In the opinion of Minnesota oil 
men, it’s “as sure as doom” that a 
crude line will be built into the Twin 
Cities. 

Actually, it amounts to more than 
an opinion. Already, a dozen or so 
companies have organized the Sioux 
Pipe Line Co. to study possible routes 
for a crude line from Williston. Some 
five routes reportedly are under con- 
sideration and a preliminary report is 
expected about May 1. 

Shell itself is a leader in making 
the original engineering surveys. Other 
companies involved in the project are 
said to include the Northern Pacific 
Railway, Placid Oil, Socony-Vacuum, 
Southern Production, The Texas Co., 
Ohio Oil, Atlantic Refining, Tide 
Water Associated, Woodley Petroleum 
and the Murphy Corp. 

International Refineries is planning 
an 8-in. products pipe line from Wren- 
Shall, 132 miles southward to Minne- 
apolis. Its International Pipe Line Co. 
recently received approval of a rapid 


tax write-off amounting to 40% on 
$605,000 in terminal and storage 
facilities in Minneapolis; 25% on 
$3,286,800 for pipe line construction; 
and 25% on $439,000 for right of 
way. 

The Market Now—The Wrenshal} 
plant thus far hasn’t had any disturb- 
ing effect upon the Minnesota market 
and probably won’t. The reason is that 
Western Oil & Fuel already had a big 
market capable of absorbing Inter- 
national’s output. Western formerly 
barged its own products up the Missis- 
sippi. It was able to make the change 
from barge to refinery distribution 
without additional products being 
thrown on the market. 

Likewise, Minnesota observers don’t 
believe that Great Northern’s new 
plant near St. Paul will be a disruptive 
factor in the market. Substantial por- 
tions of Great Northern’s output will 
be sold under long-term contracts, 
with the largest portion reportedly be- 
ing taken by Socony-Vacuum. The re- 
mainder is expected to be absorbed by 
“relatively strong hands.” 

Great Northern is assured a 10- 
year supply of medium gravity Sas- 
katchewan crude. Commitments at the 
rate of 20,000 b/d were made by the 
Socony-Vacuum Exploration Co., 
Woodley Canadian Oil Co. and South- 
ern Production Co. 

Woodley and Southern are the prin- 
cipal stockholders of Great Northern. 

Refineries and the Market—A study 
of Standard’s probable marketing op- 
erations from Mandan serves as an 
excellent example of how new refin- 
eries will revise distribution techniques 
in the Upper Midwest. 

Standard now supplies the area from 
Whiting by its own product pipe line 
running from Whiting to Rochelle and 
East Dubuque, IIl., then northwest to 
Minneapolis and diagonally across 
Minnesota to Fargo-Moorhead. Here 
it hooks up with the new North Dakota 
products line which today carries 
product westward to Jamestown and 
Mandan. 

When the Mandan refinery goes on 
stream, the pipe line flow will be re- 
versed and products will move east- 
ward from Mandan to Spring Valley, 
Minn., 20 miles south of Rochester, 
in the southeastern corner of Min- 
nesota. 

Along the way, Mandan-refined 
products will be delivered to such 
terminal points as Jamestown, N. Dak., 
midway between Mandan and Fargo, 
Moorhead, Sauk Center, the Twin 
Cities, and Spring Valley. Standard 
now is building a new 92,000-bbl. 
terminal at Sauk Center to serve 100 
company bulk plants in west-central 
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Minnesota. It reportedly will start 
construction in April on another 
similar terminal at Jamestown. 

From Spring Valley, products will 
be delivered by transport into south- 
western Wisconsin, including La- 
Crosse, and into northeastern Iowa. 
Mandan and Spring Valley are about 
520 pipe line miles apart. 

Indications are that a substantial 
portion of the Whiting output which 
now moves into the Upper Midwest 
will be diverted into the company’s 
new River Rouge line extending from 
Whiting 238 miles to River Rouge, 
Mich. 

Delivery Cost—It’s an obvious de- 
duction that Indiana Standard decided 
to erect the Mandan refinery for two 
reasons: 

First, it was convinced that the 
Williston Basin would provide ade- 
quate reserves of crude for many years 
to come. 

Second, a refinery near the source 
of crude would result in great reduc- 
tions in cost, as compared with ship- 
ping crude from Oklahoma to Whiting 
for processing, and then transporting 
the refined products long distances 
from Whiting to the Twin Cities and 
into the wide reaches of North Da- 
kota. 

For example, the freight rate from 
Moorhead to Mandan, a distance of 
205 miles, is about 2.7¢ per gal. With 
its Own pipe line, and a new refinery 
in the producing area, Standard will 
be able to slash this figure to ribbons. 

It is apparent, also, that Standard 
will effect other big economics by 
delivering to many scores of bulk 
plants from one central pipe line ter- 
minal, such as the new one going up 
at Sauk Center and the other projected 
for Jamestown. 

It is savings such as Standard will 
effect that are likely to place more 
remote suppliers—particularly those 
from the Mid-Continent and Gulf 
areas—at a competitive disadvantage. 

Markets Will Change—Whether, in 
future years, they’ll be able to move 
products long distances by barge or 
pipe line into Minnesota and meet the 
prices of local refiners is questionable. 
Perhaps many of them will seek new 
markets to the east. Already, some 
Oklahoma refiners are planning to 
divert part of their future output into 
a new pipe line now projected to the 
Mississippi River near Memphis. 

In the final analysis, it will depend 
largely upon how many local refineries 
are built as to how adversely the Mid- 
Continent and Gulf Coast Suppliers 
are affected. 

But many prominent oil men, in- 
cluding Shell’s Doc Jordan, foresee 
the day—possibly five or 10 years in 


the future—when the northern branch 
of the Great Lakes pipe line will be 
running backwards, carrying Minne- 
sota-refined products as far south as 
Des Moines and Omaha. 

When, and if, that time arrives, the 
Mid-Continent and Gulf Coast sup- 
pliers will be placed at an even greater 
disadvantage. Most of them wouldn’t 
be able to reach the Upper Midwest 
by the cheapest form of transportation 
—pipe line—and would have to move 
all their materials by water. 

It is certain, however, that these re- 
finers won't give up without a struggle. 
Most of them have been marketing in 
the Upper Midwest for many years 
and consider it their home territory. 
The resulting battle, in the opinion of 
most observers, will mean depressed 
markets for a while, and lower mar- 
gins of profit at all levels. 

Realignment Coming — Dwight F. 
Benton, marketing vice president for 
Indiana Standard, noted in a recent 
speech before the Northwest Petrole- 
um Assn. that, in the short-term view, 
there’s no doubt that developments 
stemming from the Williston Basin are 
certain to add to marketers’ problems. 

“There'll be the beginning of a re- 
alignment of supply and transporta- 
tion when my Own cOmpany’s new re- 
finery at Mandan comes on stream 
this year,” he said. “Where we have 
pioneered, others are certain to follow 
shortly.” 

Over the long pull, however, the 
Williston developments will be of im- 
measurable benefit to all the north- 
central states, he predicted. 

“Already, some of the effects are 
being felt, and the full potentialities of 
the basin haven't even been scratched,” 
Mr. Benton declared. “More money is 
coming into the area constantly, more 
business, more industry, more people. 

“A vital new industrial prop is 
being added to shore up the already 
successful agricultural economy in this 
entire area. Doors to new opportunity 
are being opened daily. The future 
seems assured, and it seems bright.” 

The Jobbers’ Piace—Most jobbers 
in the Upper Midwest are not fearful 
of the future—they consider it as a 
new challenge which must be met by 
more efficient marketing tecnhiques. 
Certainly, no progressive jobber will 
be forced out of business. 

Jobbers are assured of a constant, 
adequate source of supply and many 
of them feel that during the transition 
period, anyway, they'll be able to take 
their pick of products and at their own 
price. Many of them realize, however, 
that this will give them no particular 
advantage if prices are depressed all 
down the line. 

One prominent Minnesota jobber 
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sums it up this way: 

“The jobber will feel the transition 
period in the same ratio as the sup- 
plying companies and other marketers. 
Everyone is in for some rough mar- 
keting. The jobber will have to go 
back to school again. He must stay 
on his toes. He must be modurn and 
up to date in all his marketing opera- 
tions. He just can’t stay the way he 
has in the past.” 


FUELS 


New Phillips Premium 
Has Avgas Ingredients 


Phillips Petroleum Co. is introduc- 
ing a new premium gasoline, “Phillips 
66 flite fuel,” containing a special 
aviation gasoline ingredient said to 
give it extra power. Phillips says its 
new fuel has the highest octane rating 
in the company’s history. 

The aviation gasoline ingredient, X 
flite-fuel di-isopropyl, is made exclu- 
sively by Phillips and was first de- 
veloped to give military aircraft the 
extra power needed in combat flying. 
The company’s entire production of 
di-isopropyl is used in its own prod- 
ucts. 

Phillips says, “Di-isopropyl is 2,3 
di methylbutane ethylene alkylate with 
an aviation gasoline rating of 114/200. 
Commercial di-isopropyl, DIP, con- 
tains some propylene alkylate, so its 
avgas rating is 108/175.” 

The new premium gasoline is said 
to have two other outstanding quali- 
ties besides the “avgas power”: (1) It 
is an exceptionally clean burning fuel, 
and (2) it has “controlled volatility,” 
meaning that the season and locality 
are taken into account in blending. 

Other important advantages claimed 
for the fuel include higher anti-knock 
performance, greater fuel economy 
and freedom from stalling. 

Development of the new gasoline 
was made possible by the lifting of 
government restrictions on the use of 
aviation fuel ingredients, says Phillips. 
The ending of these restrictions per- 
mitted the company to use di-isopropyl, 
as well as other choice avgas ingredi- 
ents, in the new automotive fuel. 

These aviation gas ingredients are 
blended at the refineries, and more are 
added at all loading docks along with 
certain other agents. 

The new gasoline became available 
March 15 in Phillips 66 stations in 
Missouri, Illinois, Indiana, Michigan, 
Wisconsin, Minnesota and North 
Dakota. The company plans to make 
it available soon in the rest of its mar- 
keting area. 
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PRICES 


Utah Dealers Charge Price-Fixing 


Thirteen service station own- 
ers in the Salt Lake City area 
have filed suit against six major 
oil companies, charging price- 
fixing over a three-year period. 
The suit charges this has resulted 
in “price wars and disecrimina- 
tion against the plaintiffs.” 

This action came after the cur- 
rent price war had closed four 
independent stations and started 
a state government probe to de- 
termine if the Utah fair trade 
law was being violated. 

Prices in this area have gone down 
to 11.9¢ for regular gasoline, and 
prices of premium, previously 16.9¢, 
cut to 13.9¢ (all prices ex 7¢ taxes). 

Warwick C. Lamoreaux, attorney 
for the station owners declared, “sub- 
sidy payments to stations handling 
products of majors are deliberately 
calculated to put independent dealers 
out of business, or curtail them into 
subservience.” It had been alleged 
earlier that outlets for major com- 
panies were retailing gasoline at 11.9¢ 
(while tank wagon prices were given 
as 16¢ and 17¢) and “were being pro- 
tected through rebates or other prac- 
tices.” 

The six companies named in the 
dealers’ suit are: Phillips Petroleum 
Co., The Texas Co., Standard Oil of 
California, Continental Oil Co., Sin- 





Price Probe Ends 


A committee of the Michigan 
House of Representatives has de- 
cided, after four months of 
investigation, that gasoline prices 
in the state are controlled mainly 
by the law of supply and de- 
mand and not by the whim of 
the suppliers. 

A probe had been started to 
crack down on too frequent 
gasoline price increases in 
Michigan. But after investigat- 
ing, at a cost of $1,038, the com- 
mittee found no variation of 
price between Michigan and 
other states which was not ex- 
plainable on grounds of freight 
and tax differences. The com- 
mittee extended its thanks to 
major oil companies for their 
co-operation in the study. 

This was the second such 
probe headed by Rep. William 
S. Broomfield (R., Royal Oak). 











clair Refining Co., and Utah Oil Re- 
fining Co. 

State Probe—The Utah Department 
of Business Regulation has sent letters 
to all major refineries warning them 
of legal action if violations of the state 
fair trade statute are uncovered by the 
probe, said Parley W. Hale, depart- 
ment official. 

The Utah law prohibits any concern 
from selling a product at below its 
production cost, and also requires that 
retailers charge a 6% markup over 
wholesale prices. 

Majors Reply—In reply to the many 
charges against the majors, officials of 
Standard Oil of California say, 

“Standard’s prices in the area have 
only been reduced to meet the com- 
petition of others,” and their company 
“has no desire to drive anyone out of 
business.” 

Said E. S. Holt, Utah Oil presi- 
dent, 

“When the independents reduced 
prices we met the competition. We 
have been serving this area for years 
and are not going to lose our place 
in the market. 

Dealers’ Charges—In their suit 
against the majors, the 13 service sta- 
tion owners asked a determination: 

1. As to whether the alleged con- 
spiracy violates Utah law respecting 
unfair practices, pools, monopolies 
and trusts. 

2. Whether the manner of payment 
of subsidies as alleged violates the 
state law against unfair competition. 

3. To enjoin the defendants from 
such practices and expedite proceed- 
ings under the complaint before the 
plaintiffs’ investments are lost as a 
result of the alleged conspiracy. 


GOVERNMENT 


Gasoline Levy Untouched 
In Excise Tax Cut Bill 


Taxes made the legislative news in 
Congress this week. But federal high- 
way aid legislation advanced and there 
were labor law developments in the 
House. 

Oil company ownership of pipelines, 
validation of uranium claims on oil 
and gas tracts, “eminent domain” 
rights for natural gas storage facilities, 
air pollution and tanker construction 
also cropped up. 

Both houses grappled with taxes. 
The House gave a whopping 411-to-3 


send-off to a bill lopping some $900 
million off federal excise tax rates, but 
retaining the present 2¢-per-gal. rate 
on motor fuels until April 1, 1955. 
Originally, the bill called for an indefi- 
nite extension beyond next April 1— 
in line with President Eisenhower's 
desire—but House Democrats forced 
in the one-year limitation. 

The Senate Finance Committee was 
winding up “quickie” sessions on this 
measure with the prediction by Chair- 
man Millikin (R., Colo.) that it would 
pass the Senate “roughly as it came 
from the House” and would clear 
Congress before the April 1 deadline. 

The House was finishing floor ac- 
tion on the gigantic tax structure revi- 
sion bill which contains a number of 
provisions of interest to the oil indus- 
try. Caught in a trough between the 
fierce partisan gales of the “trickle 
down” and “bottom up” theories of 
tax legislation, it was having rougher 
sailing than the excise bill. 

The House approved, without much 
difficulty, the McGregor Bill boosting 
authorizations for federal highway aid 
50.3% over current expenditures—to 
$875 million annually for fiscal 1956 
(beginning July 1, 1955) and fiscal 
1957. The legislation stipulated that 
$200 million authorized for the inter- 
state highway system would be chop- 
ped off if the 2¢ motor fuels levy is 
dropped to 1.5¢. 

The Senate Public Works Commit- 
tee was considering two Senate bills 
on the same subject—the Case Bill 
proposing $1 billion annually for two 
years and the Ferguson Bill which 
would grant $2.2 billion each year for 
two years. Something close to the 
McGregor Bill was expected to win 
final Congressional approval. 

Chairman Saltonstall (R., Mass.) 
agreed to reopen hearings on a bill to 
permit 10-year chartering of tankers 
in order to encourage the building of 
speedy, modern vessels. Tanker op- 
erators objected to military testimony 
indicating that $5 per deadweight ton 
should be a maximum monthly char- 
tering rate. They felt the figure was 
much too low. 

Senator Gillette (R., Iowa) intro- 
duced a bill to force oil companies to 
give up ownership of petroleum pipe- 
lines. Oil industry representatives ob- 
jected to a new bill by Senator Watkins 
(R., Utah) which would allow addi- 
tional validation of uranium claims on 
federal lands covered by oil and gas 
leases. 

The Senate Commerce Committee 
prepared to hear coal industry op- 
ponents to a measure granting natural 
gas companies “eminent domain” 
rights in securing land for storage 
facilities. 
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Egypt Signs Pact to Buy Red Oil 


In Cairo last week the Egyptian 
overnment signed a contract to 
uy from Russia some 15% of 

its oil requirements. 

With the signing of that paper, 
Egypt became the most recent 
addition to the steady parade of 
non-Communist countries that 
have contracted to buy petroleum 
supplies from behind the Iron 
Curtain. 

Under the agreement, Egypt will 
receive about 50% of its kerosine and 
75% of its gasoline needs from 
Rumania. The first consignment of 
Red oil is expected to arrive in Egypt 
before the end of March. 

This development is just one more 
incident in the step-up of Communist 
oil exports which U.S. officials be- 
lieve will double this year, compared 
with 1953. 

Communist oil is being used to ob- 
tain the goods that Russia needs for 
its shaky economy. Officially, the U.S. 
frowns on trade which helps to bolster 
the Iron Curtain system, although 
some faint signs have appeared that 
this attitude is softening because of 
the trade lures now being dangled be- 
fore our European cold-war allies. 

Yet very little is being done by the 
U.S. where deals for Communist- 
produced oil are concerned. There ap- 
parently is no real policy. The govern- 
ment agencies concerned are looking 
at each development separately and, 
when anything is done, are taking ac- 
tion suited to the specific conditions. 

Egypt, the USSR and Rumania are 
involved in the latest instance. Egypt 
will trade about $11.5 million worth 
of cotton for about 2.5 million bbl. 
of Rumanian oil. The price is about 
16% below world market prices. 

While U.S. officials are “studying” 
the proposed agreement, there appears 
to be very little likelihood of effective 
action. 

Russia’s Customers—aAs of the mo- 
ment, Russian oil is supplying most 
of Iceland’s consumption, virtually all 
of Finland’s and at least part of the 
oil needs of Sweden, France, Italy, 
the Low Countries, Israel, India and 
Argentina. There are strong reports 
that Switzerland is dickering for Rus- 
sian-controlled oil from Austria. Israel 
contracted last week to buy about 
700,000 bbl. of Soviet crude oil and 
has an option to purchase 700,000 bbl. 
more. 

Russia and its satellites exported 
about 14 million bbl. of petroleum 
during 1953. These shipments are ex- 


pected to reach about 28 million bbl. 
during 1954. 

While that is not a large amount, 
compared to free world consumption, 
which is now running about 12 mil- 
lion b/d, the damage it could do is 
proportionately larger because of to- 
day’s abundant supply situation. 

Result Is Far-Reaching—But the ef- 
fects are more serious in these two 
ways: 

1. Russia oil is capturing markets 
formerly held by U.S. and British 
companies which invested heavily in 
time and money developing those 
outlets. 

2. In any one particular country, 
the Communist oil registers much 
more heavily—in a relative sense. For 
instance, the Egyptian pact means that 
Western oil companies will lose 15% 
of the total market and three-fourths 
of the gasoline market. 

There is no present indication that 
Russian oil exports will drive down 
the world market price, although most 
of the deals involve a knock-down of 
about 10% below the prevailing mar- 
ket. If, of course, Russia should be 
able to increase its exports materially, 
there could be a decided effect on the 
market eventually. Russia is not 
thought to have that capability. 

Few expressions of concern from 
U.S. companies have reached Wash- 
ington. Apparently the industry has 
not felt, so far, that the Communist 
oil exports represent a real threat. 
But, of late, there have been some 
conversations between the companies 
and certain government agencies. 

One of the reasons the companies 
have not voiced any real fears is that 
frequently they cannot or do not wish 
to supply the type of product pre- 
ferred by some specific industry within 
the purchasing country. 

Russia Needs Trade—The prevail- 
ing opinion in Washington is that Rus- 
sia is merely using its oil as one of 
the best tools it has to pry out from 
the West the goods and commodities 
it badly needs—not as a weapon in the 
cold war designed to break the world 
oil market or to embarrass the free 
nations. 

This view is supported by circum- 
stances surrounding a proposed barter 
deal between Denmark and Russia. 
The two had agreed to swap surplus 
commodities. Denmark apparently 
did not care for most of the items 
available from Russia and Communist 
oil seemed to be the most desirable 
choice. Furthermore, Denmark would 
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have bettered its currency exchange 
position by cutting off substantial pur- 
chases of Western oil. 

In this instance, the U.S. stepped 
in with diplomatic pressure and 
headed off a deal. 

As of now, that seems to have been 
the only occasion on which the gov- 
ernment successfully opposed a Rus- 
sian oil deal with the West. 


Tanker Operator Signs 


Wafra Crude Contract 


Naess Mejlaender & Co., New York 
tankship operator, has signed a long- 
term contract to transport Wafra crude 
oil from the Kuwait Neutral Zone to 
world markets. 

The contract was signed with Amer- 
ican Independent Oil Co., Gulf Coast 
refiner which, according to recent re- 
ports, will start taking 6,000 b/d of 
Wafra crude over a five-year period 
beginning in June. 

Naess Mejlaender emphasized that 
the contract is solely a transportation 
deal. “It’s a large contract, but not ex- 
clusive,” a company spokesman said. 

Aminoil will have “wide latitude” 
on unloading points, with option to 
move the crude to U.S. Gulf, East or 
West coasts “or, for that matter, the 
United Kingdom or Japan,” the ship- 
ping company announced. 

Tonnage and rates of the transpor- 
tation contract were not disclosed. But 
to move crude oil from the Persian 
Gulf in any quantity, and with virtually 
worldwide unloading options, would 
require from one to three vessels of 
18,000 to 24,000 deadweight tons. 

Current crude production in the 
Neutral Zone is 15,000 b/d. 

Rates on the Aminoil contract are 
said to be “about United States Mari- 
time Commission minus 45% for five 
years.” At USMC minus 45%, the 
ocean rate from Kuwait Neutral Zone 
to Houston is about $1.14 per bbl. 

Already one cargo of Wafra Crude 
oil, aboard tanker Lifjord, has un- 
loaded in Houston at the Eastern 
States Petroleum Corp. refinery. 

This delivery—about 100,000 bbl. 
—of Middle East crude represents 
“the equivalent of one day’s production 
for about 5,000 average Texas oil 
wells,” Russell B. Brown, general 
counsel for the Independent Petro- 
leum Assn. of America, said last week. 

“The fact that this (Wafra) oil could 
be produced in the Middle East, 
hauled across thousands of miles. of 
ocean and delivered to the purchaser 
just a stone’s throw from the South 
Houston Field, is indicative of the 
problem domestic oil producers are 
facing,” he said. 
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ee) NOES 


Gasoline Stocks: Some Oil Men Are Uneasy 


Swelli 


gasoline stocks are giving the jitters to many men in the 


industry, from the refiner to the service station dealer. 
On the retail level, price wars are erupting with increasing fre- 
quency in many sections of the country. Service station postings have 


sagged as much as 5¢ a gallon. 


rimary gasoline inventories set a record for the eighth straight 
week in the week ended March 6, and some oil men are anticipating 


a “soft” market that may extend 
well into summer, the peak gaso- 
line season. 

Mixed feelings accompany the 
big buildup in gasoline stocks. 
They range from “great con- 
cern” for slow recovery of prices, 
to the optimistic outlook that 
even though there may be some 
seasonal excess stocks, the situa- 
tion is “not out of balance.” 

With sagging prices at both the 
wholesale and retail levels, the fear of 
“cheap” gasoline flooding the market 
haunts many jobbers and dealers. The 
bulk of the gasoline surplus is in the 
hands of major suppliers. And jobbers 
are concerned with major suppliers 
unloading the excess gasoline at low 
prices and precipitating price slashes. 

There are indications that the prac- 
tice of selling gasoline private brand 
marketers at rates lower than those 
given regular distributors has stepped 
up in past months. The feeling in some 
quarters is that it will continue on a 
greater scale unless surpluses are 
trimmed. 

Price Wars Erupt — At the retail 
level, the gasoline buildup is having 
repercussions in many spots through- 
out the country. Price wars are getting 
worse at some points and erupting 
anew at others. 

In Portland, Me., service station 
postings are off as much as 5¢ a gal. 
Further cuts are reported at Hartford, 
Conn., and Providence, R.I. At Hart- 
ford, the retail war that originally 
affected six communities now covers 
16. Pump prices generally have slip- 
ped 1¢ to 4¢. 

At Buffalo, N.Y., gasoline prices 
slipped 1¢ a gal. generally for tank 
wagon deliveries, following the retail 
price war that broke out late last 
month. In Pennsylvania, tank wagon 
prices in the Wyoming Valley have 
risen to mid-February levels, but re- 
tail prices still range from 4¢ to 6¢ 
below “normal.” 

A marked increase in the number 
of major brand stations selling regular- 
grade gasoline at lower prices is re- 
ported in the Los Angeles Basin. In 
many cases, this has reduced the 
spread between major brand and 
private brand prices to 1¢ a gal. 

And down in the Dallas-Fort Worth 
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area of Texas there is the opinion that 
a retail gasoline price war is “in the 
making,” and all of Texas west of 
Fort Worth is “ripe” for retail troubles. 


Differences of Opinion 


The current gasoline surplus is evok- 
ing mixed reactions from petroleum 
marketers and refiners at all levels of 
the industry. 

For the most part, major oil com- 
panies maintain there is nothing that 
would indicate the market is facing 
a serious break. Their own production 
is geared to requirements. Admittedly, 
stocks are higher than they should be 
at this time of the year. But this 
should be corrected during the spring 
and summer motoring season, they 
say. (Last year motor vehicle con- 
sumption hit 42.5 billion gal. This 
was 5% more than in 1952. Fore- 
casts see the consumption rate rising 
still further this year.) 


Jobbers and dealers, generally, are 
frankly concerned about the over- 
supply of product and its influence— 
and potential influence — on prices, 
margins and markets. But they don’t 
believe it has reached a critical stage. 
But trouble is anticipated this spring 
and summer with keenly sharpened 
competition and with little chance of 
firmer gasoline prices until mid-season. 

Jobbers place the responsibility on 
the major suppliers to bring supply 
more into line with demand, to con- 
trol their surpluses judiciously and to 
help stabilize the market. 

East Coast—Washington representa- 
tives of both independent refiners and 
jobber groups are frankly worried 
about indications that gasoline is mov- 
ing closer to an over-supply situation. 
So far, there apparently is no sign of 
general distress from either segment. 

The jobber situation sums up this 
way: Crude prices are fairly far re- 
moved from the place where any 
market “break” can logically be ex- 
pected—the retail end. Crude prices 
have, also, some measure of protec- 
tion from state proration laws. If a 
“break” comes at retail, it then re- 
solves itself into a situation where the 
refinery, the wholesale and retail sell- 
ers are all “bucking” against each 


other, trying to absorb as little of the 
loss as possible. 


The independent jobbers and the 
retailers maintain they are vulnerable 
under those conditions and will bear 
a relatively high share of the loss in 
comparison to the integrated com- 
panies’ various operations. 

A more immediate cause of concern 
is the increase in gasoline price wars. 

The independent refiners’ outlook is 
represented as something like this: The 
Eastern refiners, principally in Penn- 
sylvania, are heavily dependent upon 
their gasoline sales because of the cur- 
rent low prices for lube oils. If there 
is a glutting of the gasoline market, 
with any significant price drop, the 
prospect for them will be serious. 

Midwest—Right now, the Midwest 
is not bothered by big surpluses of 
gasoline. Large refiners say the Mid- 
west easily can live with gasoline 
stocks 5% higher than last year. Al- 
though present stocks are 8.8% over a 
year ago, this is not the burden that 
it appears to be on the surface. 

A large refiner believes gasoline 
stocks now virtually are as high as 
they will go and soon will begin to de- 
cline. This would take some of the im- 
mediate pressure off storage and prices 
—at least in the Midwest. He points 
out, however, that price “uncertain- 
ties and spotty sloppiness” will exist 
for some time. 

For the most part gasoline moves 
into Detroit and Michigan areas by 
pipe line with the result that there is 
little evidence of oversupply in this 
area. Some moves into the area via 
the Great Lakes, and stocks at ter- 
minals are low now, just before the 
Lakes shipping season opens. This is 
normal for this time of year. 

At the moment prices in the Detroit 
area are considered “pretty stable.” 
But jobbers and dealers admit this 
situation could change almost over- 
night should a flood of “cheap” gaso- 
line hit the market through various 
cut-price outlets now operating in the 
area. 

John W. Nerlinger, Jr., executive 
secretary, National Congress of Petro- 
leum Retailers, and Cash B. Hawley, 
general manager, Retail Gasoline 


Dealers Assn. of Michigan, declared 


jointly: 

“We are concerned about the over- 
supply of gasoline, especially because 
of the interference of certain major 
suppliers who have this surplus of 
gasoline to get rid of—interference 
upon prices, margins and markets. 
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A Look at Gasoline Statistics 


Primary stocks, finished 

and unfinished gasoline (bbI.) 
Refinery activity, 

% of capacity operated 
Refinery output, 

gasoline (bbi.) 


Refinery /Terminal—Average gasoline price* 
(¢ per gal.) 


Average station price, 
ex tax (¢ per gal.) 


Gasoline domestic demand 
(est., B. of M.) bbl. 


*Weighted average price, principal markets. 


They are not satisfied to be competi- 
tive at the wholesale level but have 
evidenced a pattern of interference in 
retail prices, margins and markets. 

“In a free competitive market, over- 
supply tends to be self-correcting. We 
believe that the law of supply and de- 
mand should be allowed to work. We 
do not have an answer to the question 
of whether or not arbitrary cutbacks 
should be made but we feel that is 
highly important that the industry gen- 
erally adopt a live-and-let-live policy.” 

William Webster, Plymouth Oil, 
Detroit, told NPN that at present gaso- 
line prices in the Detroit area are 
pretty stable, but the transport price is 
not so stable. He reported one mar- 
keter in the area has just cut his gaso- 
line price at the transport level (whole- 
sale) by 1.25¢ per gal. He said it’s too 
early to tell what this might do to the 
wholesale picture, and possibly the 
retail price. 

West Coast—The gasoline supply 
situation has become of paramount 
concern to large and small marketers 
because stocks have risen sharply since 
the first of the year. 

Wholesale prices have been slipping 
since last autumn, but the reductions 
have not been large and retail prices 
have remained fairly steady. 

Although the trend is described as 
“bad” by some suppliers, it is not 
considered critical. General feeling is 
that it will be up to “industry states- 
manship” to avert a crisis by exercise 
of restraint. 

The West Coast stock climb is note- 
worthy: On Feb. 20, 1954, gasoline 
inventories reached a post-World War 
II high of 22,760,000 bbl. in primary 
storage. On Feb. 21, last year, the 
total was only 16,259,000 bbl. The 
increase of 6,501,000 bbl. is a 39% 
jump. Demand has risen about 5%. 


What has caused concern on the 
West Coast is the drop in gasoline 
demand. Originally, a 4% increase 
had been forecast. One major com- 


Week Ended 
March 6, 1954 


179,203,000 


March 5, 1954 


295,000,000 


Week Ended 
Feb. 27, 1954 


171,972,000 


Week Ended 
March 7, 1953 


159,434,000 


86.2 85.3 91.18 


23,874,000 24,344,000 


Feb. 5, 1954 


23,131,000 
March 2, 1953 
11.90 


11.96 11.65 


Latest Month Previous Month Year Ago 


21.81 
ist quarter 
1954 


21.97 20.29 


1954 1953 


1,325,000,000 1,292,011,000 


pany was off 7% in January. A large 
Independent company was off the 
same amount. Another Independent 
was up more than 1% in January 
over 1953, but February sales were 
off 2% from February, 1953. 

Southwest—Opinion is about equal- 
ly divided among independent refiners 
in the Southwest, as to whether or not 
current gasoline stocks are to big for 
this time of year. 

About half believe inventories are 
to large. They see nothing but trouble 
ahead. The other half admits stocks 
are high, but they look for rising de- 
mand to take up the slack. They ex- 
pect firm marketing conditions by 
early summer, at the latest. 

The future status of some of the 
smaller independents may depend on 
which side is right. 


For the present, independent refin- 
ers along the Texas-Louisana Gulf 
Coast are believed to be “suffering” 
more than others in the Southwest. 


Wholesale gasoline prices at the 
Gulf have dropped below levels which 
existed prior to the increase in crude 
prices in June, 1953. There has been 
a lot of “sniping” at each other’s 
regular-customer accounts. 

The independent with no crude pro- 
duction of his own has seen his mar- 
gin of profit from refined oil sales 
dwindle. In some cases, trade sources 
believe, small Gulf Coast independents 
are Operating in the red today. 


The independent refiner in the Mid- 
Continent (Inland Texas, Oklahoma 
and Kansas) has been selling at or 
above levels which existed prior to 
crude price increase. 

Some say they are “afraid” that 
“discounts” currently offered by many 
refiners will continue into the “season” 
if supply remains ahead of demand. 
If this happens, the smaller refiner 
who has been unable to keep up with 
competition in gasoline quality may 
be severely hurt. 
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Factors Contributing 
to Oversupply 


In an analysis of the current top- 
heavy gasoline supply situation, econ- 
omists see a number of important 
underlying elements. 

Excess Refining Capacity — A key 
factor is the excess refining capacity 
of the industry. It is considerably in 
excess of current refinery runs to stills. 
But in comparison to its history of 
operating at 75% to 80% of capacity, 
refinery runs this year are expected to 
average 87% or 88% for the year. 
Last year at one point, operations 
reached 97%. 

The rate of runs this year is still 
considered normal by many oil men. 

The industry’s capacity is up 20% 
since the beginning of 1950, and 50% 
since 1946. 

Refiner’s Price Incentive—Socony- 
Vacuum’s Vice President Clark Teits- 
worth believes a smaller differential 
between gasoline and distillate prices 
would help reduce gasoline stocks. 
He points out that if the refiner should 
seek a greater yield of distillate fuel 
and in the process not change the level 
of crude runs, less gasoline would be 
made and gasoline production would 
be brought closer into line with cur- 
rent needs. This would make it un- 
necessary to find storage for additional 
surpluses. And distillate fuel oil stocks 
would be built up to a more comfort- 
able level. 

Refinery Expansion—Expansion of 
U.S. refining capacity is another con- 
tributing factor to the current gasoline 
buildup. The goal for refinery expan- 
sion calls for 8,750,000 b/d capacity 
by Jan. 1, 1955. Crude runs to stills 
at present are around 7,123,000 b/d. 

New refining techniques account for 
a good portion of additional gasoline 
output. One estimate has it that new 
developments have resulted in a 10% 
increase in the yield of gasoline from 
each barrel of crude. 

Indicative of new process develop- 
ments is Socony’s efficient, low-cost 
catalytic reforming process. It is 
said this will raise the octane of even 
the poorest refinery stocks to premium 
levels with only small refinery losses. 

Quality Consciousness — Such in- 
creased efficiency reflects wo the cur- 
rent octane-quality race.” But the 
higher grade is a more costly product. 
Accordingly, little hope is seen for a 
general roll back of prices. 

Many reports indicate that not only 
are refiners quality conscious but this 
quality-minedness has spread to job- 
bers and is seeping down to the service 
stations. Quality competition in some 
areas is reported stronger than price. 
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JOBBER RELATIONS 


‘Consult Your Supplier’ Month Hailed 


Supplying companies were responding with enthusiasm this week 
to the National Oil Jobbers Council’s designation of May as its second 


“Consult Your Supplier Month.” 


Roy J. Thompson of Chicago, council chairman, reported that 
initial comments from suppliers indicated, without exception, they 


would co-operate fully to make 
the program an outstanding suc- 
cess. 

Early last week, he dispatched 
letters to marketing executives 
of 40 supplying companies ask- 
ing for ways and means of ob- 
taining more effective results 
during this year’s observance. 

By week’s end, he had received an- 
swers from several companies, all en- 
dorsing the program and pledging 
their active participation. The supply- 
ing company letters included such 
comments as: 

“It cannot accomplish anything but 
good.” 

“We'll make a particular effort to 
reach all our jobbers.” 

“It’s the only possible way to iron 
out our differences.” 

“Our field division managers are 
being alerted and you may expect 
their full co-operation.” 

The NOJC decided to sponsor a 
second Consult Your Supplier Month 
during May because new marketing 
problems have developed since the 
first observance in February, 1953. 

In announcing the new program for 
May, NOJC re-emphasized its historic 
stand of seeking to solve industry 
problems within the industry, rather 
than turning to outside sources for 
help. 

The Council’s feeling is that a mid- 
dle of the road, hand-in-hand policy, 
if practiced by both parties, will avoid 
bickering and resentment which might 
eventually lead to governmental inter- 
ference. 

Full, active participation in May’s 
Counsult Your Supplier program by 
both jobbers and suppliers can go long 
way toward promoting that necessary 
mutual understanding, NOJC believes. 

Last year’s program, in the opinion 
of many jobbers and suppliers, was 
not the unqualified success that its 
sponsors’ had hoped for, although 
much certainly was accomplished. 

Things Were Wrong—The 1953 ob- 
servance came in for this criticism: 

1. Many suppliers, as well as job- 
ber associations, felt it bogged down 
because not enough jobbers partici- 
pated. 

2. Some suppliers felt that in some 
instances jobbers “broke the chain of 
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command” by going “over the heads” 
of district or division personnel to 
consult with higher marketing division 
executives. 

Roy Thompson, in his letters last 
week, sought to correct both these 
complaints. 

He particularly asked suppliers to 
offer any suggestions as to how this 
year’s program could be made more 
effective and any criticisms concern- 
ing methods used last year. 

In letters to members of NOJC and 
secretaries of state jobber associations 
he pointed out that last year’s ob- 
servance “was not the success it could 
have been because of the lack of maxi- 
mum co-operation” from jobbers and 
urged full jobber participation. 

In his letter to suppliers, Mr. 
Thompson said: 

“NOIJC feels that this year, more so 
than last, because of the possible mar- 
keting changes in our industry, due to 
the economic trend in business and 
other reasons, there is a definite need 
for suppliers and their jobbers to work 
closer together.” 

Last year, he said, most suppliers 
approved the program and co-oper- 
ated in every way to make it success- 
ful, but some were critical, both as 
to the need and the results. 

Co-operation Asked—To the job- 
bers, Mr. Thompson wrote: 

“It is felt that the biggest gain in 
these consultations will be on the job- 
bers’ part—so, by all means, they 
should be the ones who should show 
the biggest interest. Of course, as 
usual, it will be up to every associa- 
tion’s secretary and officers to make 
sure that each of their jobber mem- 
bers will co-operate for their own 
good. 

“The Council feels that with condi- 
tions such as they are in the industry 
today, affected by oversupply and the 
economic trend, there are many more 
reasons than last year why the sup- 
plier and his jobber should find time, 
particularly in the month of May, to 
discuss their mutual problems to the 
advantage of both.” 

The mechanics of putting this year’s 
program into practice will differ some- 
what from 1953. At that time, jobbers 
were able to meet with supplying com- 


pany representatives at numerous state 
conventions being held during Janu- 
ary, February and March. In many 
instances, top marketing executives 
made a special point of being on hand 
at the conventions. 

But May is not a convention month 
so the mechanics will have to be 
worked out differently this year. These 
are the methods which probably will 
be used: 

Individual jobbers, armed with pre- 
pared lists of questions and problems, 
will visit the district or division offices. 

Jobber specialists of supplying com- 
panies will visit with many jobbers. 

Some suppliers may schedule spe- 
cial group meetings. Jobbers in specific 
geographic areas would be invited to 
to a central location for group discus- 
sions of company policies and prob- 
lems. The group sessions would be 
followed by private conferences be- 
tween individual jobbers and company 
representatives. 


Survival of Jobbers 


Hinges on Efficiency 


The Independent oil jobber is head- 
ed for extinction as far as marketing 
of gasoline is concerned, unless he 
can justify his existence. 

This was the warning sounded last 
week by Otis Ellis, counsel for the 
National Oil Jobbers Council, speak- 
ing at the Dallas meeting of the Texas 
Oil Jobbers Assn. 

The gasoline jobber could go out 
of business within the next few years 
he added, and then the industry would 
be in the hands of the government. 

He listed three factors “which spell 
the difference between survival and 
ruin:” 

1. Jobbers will have to become so 
efficient that they represent the best 
possible means of wholesale marketing 
for their suppliers. 

2. Jobbers will have to work to- 
gether, on both local and national 
levels, to preserve their recognition in 
the industry. 

3. Suppliers will have to “take a 
new look at the way they deal with 
those who sell their products,” and 
make changes in the “out-dated sys- 
tem.” 

Mr. Ellis said some suppliers have 
instituted some good changes in the 
past year or so, but he indicated that 
more changes are needed. 
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You'll grade 


“F” style cans 


At 


We are pleasing some of the most particular people 
in the petroleum and chemical industries with our 
Tailor-Made Package Service. Why not let us do 
the same for you? We'll give you “F” style cans 
that are precisely right for your product... in the 
size you want... and lithographed to your taste. 
We'll deliver these cans when and where you say. 
And we'll make available expert engineering and 
research help in any quantity you can use. In all 
our dealings with you, we'll treat you as if you 
were our only customer, 


CONTINENTAL € CAN COMPANY 
Continental Can Building 
100 East 42nd Street, New York 17, N. Y. 
Eastern Division: 100 E. 42nd Street, New York 17 
Central Division: 135 So. Lo Salle Street, Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
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SQUARE AND ROUND FLANGE! 


P-2654 available in sizes 4” 
and 6” with round flange. 

Also available in sizes 2”, 242", 
and 3” with square flange. 


line of performance-proved Gate Va 


all the way up to the jumbo 6”, There’s a MILVACO style 


to meet your every need . . . flanged or screwed, 
rising or non-rising stem, There’s a MILVACO material 
to fit your specifications . . . bronze or light weight Milvaloy. 


Whatever your requirements MILVACO has the answer. 


MIEILVACO 


MILWAUKEE VALVE COMPANY ° Milwaukee 7, Wisconsin 


a complete 
line of Valves 
and Fittings 

for the Oil 

Industry 
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Unions Outline Bargaining Aims 


A denial that oil unions headed 
for merger are aiming at multi- 
company contracts “at least in- 
sofar as substantial-sized com- 
panies are concerned” came this 
week from the Temporary Rati- 
fying Committee of the proposed 
Oil and Chemical Workers Inter- 
national Union. 

The committee said a major com- 
pany’s top management should nego- 
tiate a company-wide contract on basic 
issues through a single union of em- 
ployes of different companies. 

But it doesn’t believe that “an in- 
dustry-wide contract would be proper 
or feasible at this time or in the fore- 
seeable future,” said the committee, 
adding: 

“At least insofar as substantial-sized 
companies are concerned we do not 
believe that any two companies should 
be covered by the same contract.” 

“We believe it ridiculous,” said the 
committee, “to negotiate dozens of 
separate plant-by-plant agreements 
with a single company pertaining to 
those items—such as pension plans, 
savings plans, basic wages, etc.—which 
obviously must be uniform throughout 
the company and which must be de- 
termined, on the company side, by top 
management. 

“We believe that while in ordinary 
circumstances the employes of differ- 
ent companies should be under differ- 
ent contracts, the employes of the 
various companies should co-operate 
with one another through a single 
international union for oil and related 
industries, just as the various com- 
panies co-operate with one another 
through the American Petroleum In- 
stitute, the National Petroleum Council 
and various other organizations, and 
through jointly owned subsidiaries 
(particularly pipe lines), products ex- 
change agreements, etc.” 

The committee saw “no objection” 
to an agreement with a leading com- 
pany becoming the settlement pattern 
for companies with comparable opera- 
tions and in comparable financial con- 
dition. 

This it viewed as “equivalent” to 
industry “practice” of following a 
“lead” in pricing of crude and prod- 
ucts. 

“In summary,” it said, “we seek 
precisely the same degree of indus- 
try-wide, company-wide and _inter- 
company co-operation on the part 
of employes as is now exercised by 
management. We seek no so-called 


‘monopoly’ greater than that now 
practiced by industry.” 

The statement was released at head- 
quarters of the Oil Workers Inter- 
national Union (CIO), whose presi- 
dent, O. A. (Jack) Knight, is chairman 
of the ratifying committee. 

The committee seeks to have a 
“substantial” number of unions ratify 
a constitution proposed for the new 
union by June 15. 


Ellis Warns Jobbers 
Against Union Threat 


Recent efforts to unionize employes 
of Independent oil marketers are 
viewed with “considerable alarm” by 
Otis Ellis, general counsel for the 


National Oil Jobbers Council. 

He points out, in a report to mem- 
ber associations, that while he has no 
quarrel with organized labor, “when 
I hear of independent service station 
operators being intimidated as they 
have been recently in Pennsylvania, | 
shudder to think of what would hap- 
pen if the Independents were union- 
ized by a group which condoned such 
tactics.” 

He labeled as “drivel” the claim 
union organizers are reportedly mak- 
ing to dealers—that unions would as- 
sist in the prevention of price wars. 

“Of one thing any unionized mar- 

keter can be assured,” said Mr. Ellis, 
“his costs of doing business will go 
up.” 
He advised any jobber who is ap- 
proached by union organizers not to 
enter into any commitments until he 
had talked to a lawyer familiar with 
labor laws. 


Union Denies Knight Power Grab 


“Knight has Crippling Power Within His Grasp.” This was the 
title and the essence of NPN’s Feb. 24 editorial pointing out that the 
proposed merger of many oil unions promises great power for O. A. 
Knight, now president of Oil Workers International Union. 


Union men were not pleased. Sh 


reaction to the editorial came 


last week from union men leading the merger drive. It was in the 


form of a letter to NPN’s Editor 
from eight men on the Tempo- 
rary Ratifying Committee of the 
proposed Oil and Chemical 
Workers International Union 
(see picture in March 10 NPN, 
p- 15). Mr. Knight himself did 
not sign the letter because of his 
“personal involvement” in the 
matter. 

Heart of the union protest: 
Mr. Knight seeks no personal 
power to make demands on man- 
agement. He merely voices de- 
mands voted by oil workers. 

Following is a partial text of 
the union letter (abbreviated for 
space reasons, with no essential 
points omitted). 

It appears to us that the editorial 
writer of NATIONAL PETROLEUM 
News must have done some fancy 
crystal ball gazing before writing the 
editorial entitled “Knight Has Crip- 
ping Power Within His Grasp.” Cer- 
tainly he did not descend from his 
ivory tower in the McGraw-Hill Build- 
ing and ascertain any facts concerning 
present and future operations of 
unions in the oil industry. 

Rather than depending on facts— 
facts which the capable reportorial 
staff of NATIONAL PETROLEUM News 
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might well have given him—it seems 
that the editorial writer just sort of 
conjured up a terrible vision while 
gazing into that crystal ball, or into 
the murky depths of his ink bottle. 
This terrible vision seems to be com- 
pounded from these ingredients: an 
abysmal lack of faith in human beings 
created in the image of God, unadult- 
erated ignorance as to the nature and 
motivations of the average working 
man, and perhaps a few shadows of 
guilty conscience which may be flit- 
ting across the minds of men in the oil 
industry because of the shortcomings 
of their collective bargaining practices. 
(The editorial’s) phrases are dishon- 
est. No company ever bargains with 
Jack Knight. The companies bargain 
with their employes—employes who 
have been so bold as to elect him presi- 
dent of a union without leave of the 
companies. Knight has never struck 
the industry. He hasn’t struck any- 
body since the mid-thirties when he 
once walked off his job as a stillman 
in the Shell refinery in East Chicago. 
He doesn’t have a strike vote in his 
present union and he won't have a 
strike vote in Oil and Chemical Work- 
ers International Union. He doesn’t 
make any demands on industry. Mem- 
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bers of the union make demands and 
he voices these demands. 

We don’t think the managers of the 
oil industry are as frightened as your 
hysterical editorial writer. However, 
that is not our concern. Our concern 
is that your editorial was unfair to the 
men and women who work for wages 
in the oil and related industries, unfair 
to Jack Knight and the other union 
leaders who are attempting to bring 
about a merger of various unions, and 
unfair perhaps to the oil industry itself. 

The editorial pictures Jack Knight 
as a man of uncanny power, a man 
who so skillfully captures the minds of 
men that they will follow him any- 
where he may lead—even over the 
brink and into chaos—if he so much 
as lifts a finger and beckons them. 
What is worse and more unfair, the 
editorial pictures Knight as a sinister 
man who just for the pure hell of it 
would plunge the oil industry into ruin 
and cause unbearable hardship on the 
public. 

Well, the editorial writer obviously 
does not know Jack Knight. Nor does 
he know the intelligent men and wo- 
men the oil companies have ever-so- 
carefully hired to operate their expen- 
sive installations, 

We are more fortunate. We know 
Jack Knight and we know oil workers 
because we are in constant contact 
with them, and we are oil workers our- 
selves. 

The editorial in one sense of the 
word complimented Knight because it 
pictured him as a man of almost magi- 
cal power. However, in grossly over- 
estimating his power, the editorial gave 
him a sinister appearance. We know 
Knight to be a capable union leader. 
We know that because he is a man of 
ability, integrity, patriotism and hu- 
manitarianism, oil workers respect him 
and give great weight to his opinions 
and suggestions. But he is no magi- 
cian. He cannot lead men where they 
do not want to go, as was implied in 
the editorial. He is no Pied Piper of 
Hamlin. 

. . » we believe the editorial grossly 
insulted the inteligent, honest and pub- 
lic-spirited people who are going to 
comprise the membership of Oil 
and Chemical Workers International 
Union. To imply that these people 
will be led about like puppets by Jack 
Knight or any other human being is 
to slap them in their faces. Any leader 
in this union will do what the rank- 
and-file members tell him to do—no 
more and no less. We framed a con- 
stitution in Philadelphia to guarantee 
that this will be true. Furthermore, 
Knight’s record as president of Oil 
Workers International Union for the 


24 


past 4 years proves that he has always 
acted in accordance with the dictates 
of the members of that union, rather 
than the members acting in accord- 
ance with his dictates. We challenge 
the NATIONAL PETROLEUM News to 
cite a single case wherein Knight has 
dictated to any group of workers or 
has caused them to take any action ex- 
cept by their own majority vote. 

We believe the NATIONAL PETRO- 
LEUM News owes an apology to the 
oil workers of the nation for suggest- 
ing that they are incapable of manag- 
ing their own affairs and controlling 
their own union. We believe an apol- 
ogy is owed to Jack Knight for sug- 
gesting that he would ever use his con- 
siderable persuasive power in any way 
contrary to the public welfare. 

We do not believe that the editorial 
reflects the views of our employers, 
the companies in oil and related indus- 
try. We believe oil company officials 
know better because they know 
Knight, they know the rest of us con- 
cerned in this merger, and most om- 
portant of all, they know the kind of 
people working in their plants. The 
various oil companies who are em- 
ployers of the men represented in the 
Philadelphia convention can build 
much good will among their employes 
by plainly and unequivocally re- 
nouncing any connection with or ap- 
proval of the editorial in NATIONAL 
PETROLEUM NEws. 

Let us not be misunderstood. We 
are not asking for special or particu- 
larly generous consideration from our 
employers or from your publication. 
We intend to build a strong union. We 
intend to bargain militantly with the 
companies for the benefit of the peo- 
ple who work for wages in our indus- 
try. We intend to exercise with all 
our might those economic freedoms 
guaranteed under the American free 
enterprise system. 

But we do not intend to do a wreck- 
ing job on the industry or to act con- 
trary to the welfare of the general 
public and we deeply resent your 
implication that either our organization 
or our friend Jack Knight has been, or 
will ever be, sinister or dictatorial. 


Temporary Ratifying Committee 
Oil and Chemical Workers 
International Union 

D. C. Carey, Adam Sadowski 
Vice Chairman R.M. Gordon 

D. D. Boyett, R. J. Schafer 
Secretary T. M. McCormick 

M. M. Sands J. T. Lambert 


Chairman O. A. Knight of the com- 
mittee abstained from signing this let- 
ter because of his personal involve- 
ment in the editorial and this reply. 


LUBRICATION 


Augusta Firm to Process 


Lubricants for Calso 


The Phoenix Oil Co., Augusta, Ga. 
is now serving as the southeastern ter- 
minal for processing and packaging 
oils and lubricants for the California 
Oil Co. 

The new setup is expected to cut 
approximately one week from delivery 
time to retail distributors. Formerly, 
stocks were sent from terminals in 
New Jersey and Louisiana to retailers 
in Carolina, Tennessee, Alabama, 
Florida and Georgia. 

J. A. Jones, Jr., Calso’s manager of 
lubrication, district sales, said the 
change in operations was instituted, 
“because of the growing volume of 
business and in order to provide bet- 
ter service to franchised dealers . . .” 

In order to process, blend and pack- 
age Calso’s oils and lubricants for the 
automotive and heavy Diesel fields, 
Phoenix installed special equipment 
and one quarter million gal. of storage. 


Lube Men Dispute 
Valve Wear Charges 


The problem of valve train wear has 
prompted a difference of opinion be- 
tween oil men and the automotive in- 
dustry. 

Many lube men say the car maker 
is asking for a motor oil to reduce the 
high wear now experienced in some 
late models. These men contend the 
solution lies in metallurgy, not oil. 

Vincent Ayres, Eaton Manufactur- 
ing Co., showed charts at the API Lu- 
brication Committee meeting Feb. 15- 
17 in Detroit, indicating that valve 
trains using steel components in high 
load and high wear areas experience 
high wear difficulties. 

Valve trains utilizing hardenable 
cast iron parts show comparatively low 
wear rate, he said. 

Lube men told NPN field tests have 
indicated that some types of oil addi- 
tives contribute to high wear in valve 
trains with steel key components. 

One reason advanced for use of 
steel valve train components by some 
car manufacturers is that in their race 
to step up production of cars in re- 
cent years, these manufacturers failed 
to provide adequate grinding facilities 
to keep pace with increased engine 
production. 

It is reported that one car maker is 
about two years behind in its grinding 
facility program. Until it catches up, 
the company looks to the oil industry 
to provide an answer to the valve train 
wear headache by compounding the 
right oil. 
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GOT WATER IN YOUR AIR TANK? 





Westinghouse C-1 Auto 
matic Drain valve ejects 
water from air tank as 
vapor. No cleaning up, no 
special attention — com 
pletely automatic. Made 
of non-corrosive alumi 
num and oil-resistant rub 
ber for years and years 
of trouble-free service 
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COMPLETELY AUTOMATIC - AIR TIGHT 
LOW IN COST - EASY TO INSTALL 


HE Westinghouse C-1 Automatic Drain Valve keeps water 
T out of your air tank. It automatically goes into action every- 
time the air compressor starts, stops or unloads. No more day 
to day manual draining, or worse, forgetting to drain. It elimi- 
nates the need for drip pans, drain lines and sewage connections. 

The Drain Valve piston—the only moving part—is operated 
by air pressure from the compressor unloader pipe. Starting 
and stopping pressures cause the piston to extend and retract. 
As it moves, collected moisture is vapor-ejected, forced out 4 Autamantic Dean Vidto bits doe docile 
through an exhaust groove passing over exhaust holes. to 68 ot Westneeeaee Lie Congenans, ans 

The C-1 Automatic Drain Valve is available for any West- 
inghouse Air Compressor, and it fits most other makes as well | 
(except—lever type unloaders). Use a complete C-1 Automatic we 
Drain Valve kit for quick, easy installation—it has everything = 
you need including fittings and tubing. You can install the Drain 4 








Valve yourself. 





Insure a water-free air supply, and a long, trouble-free life 
for your air compressor by installing this Drain Valve. See ee 
your Westinghouse Air Compressor dealer for complete infor- P’ 
; mation about the C-1 Automatic Drain Valve. He’s listed in 

the classified section of your telephone directory. 


Wetinchouse Air Brake 


C O M PA N i 4 Easy to install, neat and compact, the C-1 


INDUSTRIAL PRODUCTS DIVISION WILMERDING, PENNA. Automatic Drain Valve caves You WE5E, as 


sures plenty of dry air. 























Factory Branch: EMERYVILLE, CALIF. Distributors throughout the United States...Consult your Classified Directory. Distributed in Canada by: Canadian Westinghouse Co. Ltd., Hamilton, Ont. 
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VER-TITE 


“99" Coupler 
with Sight Gauge 


deliveries 
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HE EVER-TITE No. 99 Coupler—an 

entirely new development in coupler 
operation—includes the specific feature 
of a sight gauge which shows from every 
angle that delivery has been completed. 
It also embodies such great adaptability 
that it meets every requirement for tight- 
fill deliveries to underground storage 
tanks, and can be used with a manhole 
as small as 6%" in diameter. 


How It Works 


This new Ever-tite Coupler is used with 
the No. 97 Ever-tite Fill Cap, pictured at 
the left. After removing the fill cap from 
the adapter, the coupler is simply pushed 
on the adapter and the push-rod pressed 
down, which locks the coupler tightly 





UE 


to the fill. After delivery, by raising the 
push rod the coupler is removed and the 
water-tight cap is replaced. 


Tight Connections Every Time 


You can depend on the new Ever-tite 
No. 99 Coupler to give typical Ever-tite 
service—which means tight, safe con- 
nections ... faster deliveries. . . and a 
substantial saving in operating and 
maintenance costs. 

No. 99 is made of high tensile alumi- 
num, with bronze push-rod and cams. It 
is extremely light yet has the rugged, 
sturdy construction that assures long, 
trouble-free service. The push-rod can 
also be used as a carrying handle. 


Write now for further information. 


*The EVER-TITE Trademark is a hallmark of dependability in fittings 
for the petroleum industry—proved by 16 years of pre-eminence. 


No. 97 EVER-TITE Fill Cap EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19, N. Y. 
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JOBBER ESTATE PLANNING NO. 2 


The Tax Trap— 





Joint Business Ownership 


All too frequently, oil jobbers in setting up their businesses do 
what they did when they purchased their homes. They place the busi- 
ness in the joint names of themselves and their wives. They do this 
even though the investment originates from the husband-jobber’s 
funds. In common law states (all except the community property 


states of Arizona, California, 
Nevada, New Mexico, Texas and 
Washington) property held joint- 
ly by husband and wife usually 
has a right-of-survivorship fea- 
ture. 

This means that on the death of 
one of the joint owners, the business 
automatically by action of law be- 
comes the sole property of the sur- 
vivor. It does not pass under the will 
of the first to die—it passes under the 
will of the surviving joint owner. If 
the surviving joint owner has no will, 
it passes through the survivor’s estate 
in accordance with the intestacy laws 
of the state in which the survivor died 
a resident. 

Under today’s federal tax laws there 
is little or nothing to recommend this 
procedure. As a matter of fact, prac- 
tically everything points the other way. 
This is particularly true of a growth 
enterprise, and since the oil industry 
is one of these, it follows that the oil 
jobber with his business so held would 
do well to examine the facts and take 
the necessary steps to correct this situ- 


ation wherever advisable. He should 
do this by contacting his attorney and 
tax counsellor. 


Joint Ownership Hazard 


From a practical standpoint, a job- 
ber whose business is owned jointly 
with his wife is leaving an avenue open 
for the control of his business to go 
outside the family. From a tax stand- 
point, he is paving the way for totally 
unnecessary tax penalties and duplica- 
tions in the future. Is he doing the 
right thing by his wife? In most in- 
stances, no. Is he doing the right thing 
by his children? In practically every 
instance the answer is, no. 

Property held jointly by husband 
and wife escapes local inheritance tax 
in some states. But in estates of any 
size at all local taxes are usually insig- 
nificant compared with federal death 
taxes and income taxes on capital 
gains. 

So far as the federal law is con- 
cerned, there is no tax-saving obtained 
by registering a business in joint 


names that cannot be better obtained 
by registering the business in the sole 
name of the jobber and having it sub- 
ject to the terms of his will. 

A business solely owned, and there- 
fore subject to the terms of the own- 
er’s will, can be protected from un- 
necessary taxes and better controlled 
as to its ultimate disposition among 
his family. A business jointly held, and 
therefore not subject to the jobber’s 
will at his prior death, may be subject 
to unnecessary taxes. The jobber has 
absolutely no assurance as to who will 
eventually own his business. 

What is the answer? 

The Case of George Blanc—A case 
in point might be that of George 
Blanc, president of Blanc Oil Com- 
pany. After several years—first as a 
service station attendant, then as a 
tank wagon salesman, and later as a 
manager—George decided to go into 
business for himself. This was in 1938. 

He took what little money he had, 
borrowed some from friends, con- 
vinced one of the majors to extend 
him some credit, and then started out 
on his own. His total investment was 
$12,000. After he was in business for 
a year, he decided to incorporate. 
Common stock amounting to 120 
shares was issued, and he registered 





BUILDING SOUND JOBBERSHIPS TODAY FOR A SECURE TOMORROW 


The typical jobber-distributor is a good businessman, but 
he has been shown to have little idea of the effects of estate 
planning or what will happen to his business when he dies. 
With inadequate planning, his business can be placed in 
jeopardy and his family in want. 

In offering the oil jobber a guide to his thinking in these 
matters, NATIONAL PETROLEUM News has arranged with 
the Provident Trust Co. of Philadelphia for a series of 
articles designed to examine some of these estate problems 
common to men in the oil marketing business. Provident’s 
experience with many jobbers across the country qualifies 
it as expert on such matters. 

Through a study of typical cases in the files of Provident 
Trust, we'll give examples of what may be done in certain 
instances to: 

(1) Minimize taxes 

(2) Provide for the care of the jobber's family 

(3) Reduce administrative expenses 
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(4) Insure the loyalty of key employes 


(5) Make arrangements for the perpetuation of orderly 
transfer of an oil distributing business—when properly 
advised by competent estate planners in the legal and 
accounting fields. 


Any information derived from reading these articles, any 
recommendations received regarding estate plans from any 
source, should always be submitted to an attorney for his 
study and approval before any action is taken. 

This second article in the series discusses the disadvan- 
tages to the jobber of placing his business in joint names. 
Subsequent articles on estate planning will include such 
specific subjects as marital deduction, wills, trusts, gifts, 
insurance, death taxes, key men, perpetuation and other 
important aspects. The first article of this series (NPN, 
March 10, p. 18) analyzed the proper organization of an 
oil jobbing business, 
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JOBBER ESTATE PLANNING 





these shares in the joint names of 
himself and his wife. 

George worked hard. He paid the 
people from whom he had borrowed 
money, got squared away with his sup- 
plier company, and (except for taking 
out of the business enough to live on) 
each year he plowed back his profits 
into the business. These went into 
building larger and better storage fa- 
cilities, acquiring and modernizing sta- 
tions, purchasing new trucks. When 
an appraisal was made of his business, 
it was found that what started as a 
$12,000 investment had grown to an 
enterprise conservatively worth $150,- 
000. 

George and his wife were happy 
and had two daughters, Karen, age 6, 
and Diane, age 9. George was asked 
what plans he had made regarding the 
perpetuation of his business. He said 
he had advised his wife that if any- 
thing happened to him, she should sell 
the business. This, despite the fact 
that he was able to build a competent 
small organization and his business 
was making $25,000 and $30,000 
yearly net profits. 

In addition to his business, George 
had a house worth $12,000 registered 
in the joint names of himself and his 
wife, and life insurance payable in a 
lump sum to his wife, with a death 
benefit value of $35,000. He had a 
joint checking account with his wife, 
which was nominal in amount and 
used to meet current living expenses. 


What to Do With Stock? 


The first question George was asked 
had to do with the stock in his com- 
pany. He was asked why he registered 
it in joint names. His answer was not 
unusual. He said he felt this was the 
best way to do it under the circum- 
stances. His investment was so modest 
at the time that, if anything happened 
to him, he wanted his wife to have 
everything he owned, with no strings 
attached and just as quickly as pos- 
sible. 

He also felt that there were certain 
advantages to registering property in 
this manner. For instance, it elimi- 
nated the necessity of having a will. 
He also stated that he had been told 
recently that property so held qualified 
for “marital deduction,” and the worst 
that could happen would be that only 
half of the value of the property would 
be subject to taxes at his death. 

Everything George had said up to 
this time sounded all right. The trou- 
ble with his thinking was that it 
stopped short at his death. He had not 
considered the tax status the property 
would have after his death. Nor had 
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he considered some other important 
factors regarding the financial well- 
being of his family. 


Unnecessary Capital Gains Tax— 
The first consideration was George’s 
statement to the effect that he had ad- 
vised his wife to sell his business as 
soon as practicable after his death. 
His original investment was $12,000. 
Assuming he would die tomorrow, his 
business would be assessed for death 
tax purposes at $150,000. It is true 
that only half of it would be subject 
to death taxes, because of the marital 
deduction. But what happens to the 
jobber’s wife in selling the business 
after his death is another situation. 

If she sells it for the same value it 
is assessed for, $150,000, a capital 
gains tax is incurred on the profit of 
$138,000 (the difference between the 
initial cost, $12,000, and $150,000). 
The tax his wife has to pay is roughly 
25% of this, or $34,500. 

This is money down the tax drain, 
and here is the reason: Had the stock 
been registered in George’s name 
alone, a new basis for computing the 
capital gains tax on the sale of his 
business would have been established 
by the value at which the business was 
assessed at the time of his death. 

In other words, the basis for com- 
puting the capital gains tax, despite 
the fact that George’s death had oc- 
curred between the time of the start- 
ing of the company and its sale, is 
the original investment cost—$12,000. 
Why? Because the stock was jointly 
held by George and his wife. If he 
had had the business registered in his 
sole name, George’s estate would have 
had a new base of $150,000 for the 
business at his death. Hence, there 
would have been no capital gains tax 
when the business was sold for the 
same figure. 


Unnecessary Death Tax—The next 
point was how George’s children 
would fare on the death of his wife. 
Everything his wife now owned—the 
net proceeds from the sale of his busi- 
ness, his house, and his life insurance 
—totaling roughly $160,000—would 
be subject to taxes at her death. These 
taxes would come to about $21,000. 
How much of this $21,000 would have 
gone down the tax drain unneces- 
sarily? 

George had never considered that a 
will was important, because of the 
manner in which he had his property 
registered. The truth of the matter is 
that jointly held property not only af- 
fords no protection and causes large 
taxes. But comparing it, as a means of 
leaving property, with the tax and 
practical advantages that can be ob- 
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tained by a carefully designed will 1s 
like comparing a sandlot baseball team 
with the New York Yankees. George 
didn’t know that if the property were 
solely owned and passed under his 
will, the full advantage of the marital 
deduction could still be obtained and 
the $21,000 tax that would be payable 
on his wife’s subsequent death could 
be reduced to $4,000. 


Remedies to Ownership 


The first thing George did was con- 
sult with his attorney and tax adviser. 
He found out that it was possible to 
have the manner in which the stock 
of his company was registered changed 
from that of joint names back to his 
sole name. Moreover, he found no 
gift tax would be incurred, if the 
transfer were made over a period of 
years so as to take full advantage of 
the gift exemption and annual ex- 
clusions. 

With the property back in his sole 
name, George’s next step was to have 
his attorney prepare a new will. In it, 
his estate was left in trust in such 
manner that the tax savings derived 
from the use of the marital deduction 
were accomplished, and the portion of 
his estate that did not qualify for the 
marital deduction was set up to pass 
tax-free for the benefit of his children 
at his wife’s subsequent death. 

The effect of careful planning, in 
George’s case, is saving as much as 
$51,000 to his wife and family. But 
even more important, with the prop- 
erty now back in his own name so that 
he could control it by his will, George 
could more effectively provide for the 
care of his wife and family after his 
death. 

The plan that was recommended for 
George’s will so as to minimize death 
taxes and provide a flexible arrange- 
ment for the care of his family will be 
discussed in more detail in next week’s 
issue Of NATIONAL PETROLEUM NEws. 

The main lesson to be learned from 
the George Blanc case is that jobbers 
having their businesses in the joint 
names of themselves and their wives 
should take the matter up with their 
attorneys and tax counselors to obtain 
the best results in their specific cases. 





Coming Next Week 


The next issue of NPN will 
continue the series with Estate 
Planning and Wills. 
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Figs. 1 and 2 are representative 
of results obtained in a test con- 
ducted by a major oil company 
where an abnormal 

sludge complaints in 

heating systems were 


Fig. 1 shows a typical filter ele- 
ment as removed from one of 
the heating units after running 
on untreated fuel. Fig. 2 shows an 
element at the end of a 90-day 
test period in which the same fuel 
plus Fuel Oil Additive No. 2 had 
been used in the system. 


This, and other findings in the 
test, indicated that Du Pont Fuel 
Oil Additive No. 2 acts as an 
active sludge dispersant in con- 
centrations of 20 Ibs./1000 bar- 
rels and that its use in dirty fuel 
oil systems is generally beneficial. 














Increase your heating oil market with 


DU PONT FUEL OIL ADDITIVE No. 2 


E. 1. DU PONT DE NEMOURS & COMPANY ([INC.) 


Petroleum Chemicals Division * Wilmington 98, Delaware 
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The prevention of filter clogging is an important 


sales and servicing advantage . . . and customer 
satisfaction is becoming increasingly important in 
every heating oil market. One way of assuring this 
satisfaction is in the prevention of clogged filter 
screens or lines. 

To help overcome clogging, Du Pont Fuel Oil Ad- 
ditive No. 2 not only retards the formation of in- 
soluble residues, but also reduces the particle size 
of those residues that are formed. 


Actual field tests, of which the filter elements illus- 
trated above are a part, show also that Fuel Oil 
Additive No. 2 acts as a sludge dispersant in dirty 
fuel systems and, being ashless, burns completely 
with the fuel. 


If you want to insure a higher quality fuel oil for 
next fall’s market, why not start by giving it added 
storage stability now with Du Pont Fuel Oil Addi- 
tive No. 2. 


Samples for testing in your own stocks and a de- 
scriptive booklet on this additive can be obtained 
from any DuPont Petroleum Chemicals Division 
representative or regional office. 


846. uv. 5. Pat. ort 
Better Things for Better Living 
« « » through Chemistry 


Petroleum Chemicals 


Regional 


Offices: l HOUSTON TEXAS. 


NEW YORK, N 
CHICAGO, ILL 
TULSA, OKLA 


LOS ANGELES 


IN CANADA: Canadian Industries 
OTHER COUNTRIES: Petroleum Chen 
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AUTOMOTIVE 


Gas Turbines not Ready 
For Passenger Car Use 


Until the gas turbine can compete in 
efficiency with the automotive piston 
engine, it doesn’t loom as an entry 
into the passenger car field, according 
to Max. M. Roensch, director labora- 
tory tests for Chevrolet. 

In the automotive field, trucks and 
buses are the most logical vehicles for 
gas turbine installations. However, the 





turbine must give better performance 
than the reciprocating engine, and its 
efficiency must be improved to be 
acceptable. 

He pointed out that the gas turbine 
has replaced the piston engine in mili- 
tary aircraft and is beginning to find 
its place in air transport service. In 
electric power units, about 85 gas 
turbines are now in use in the U.S., 
but mostly for standby or peak-load 
service. 


FOR SERVICE STATIONS 


SPACE SAVING... 
LOW COST HEAT 


You get better, cheaper, oil-fired heating from a Gilbarco Suspended Furnace, 
available for single or multiple installations in right and left hand models, 


115,000 to 200,000 B.t.u. capacity. 


“ GILBARCO | 


SUSPENDED FURNACES 


Not one foot of floor space required! 


No other type heating unit can give 
service stations all these outstanding 
features: 


%& SAVES SPACE: Occupies no floor space. 
Ceiling suspension gives complete use 
of every valuable inch of space. 


%& ECONOMY CLUTCH: Only suspended 
furnace with the exclusive, patented 
Gilbarco feature that reduces soot, 
makes oil heating cleaner, quieter, more 
uniform and lower in cost. 


Gilbert & Barker Manufacturing 
Company, West Springfield, Mass. 
Please send us complete information on 
Gilbarco Suspended Furnaces. 





| 


% LOW COST: Gives abundant heat eco- 
nomically and efficiently. Installation 
costs low in relation to B.t.u. capacity. 


%& PROOF OF PERFORMANCE: From coast 
to coast thousands of service stations 
heated by Gilbarco Suspended Furnaces 
are proving in actual service the relia- 
bility and economy of these units. 





GET ALL THE MONEY-SAVING FACTS TODAY! 


the oil burner 
with the patented | 
economy clutch 


NATIONAT 


In marine service, Mr. Roensch said 
gas turbines are adaptable to PT, 
rescue and landing boats and to other 
short-range vessels. In merchant ves- 
sels the turbine can’t compete with 
steam or Diesel power because both 
these plants can burn residual satis- 
factorily, while the turbine cannot. 

In locomotive use, Mr. Roensch 
said turbines will become an impor- 
tant factor when fuel consumption is 
reduced and when they can operate 
with reasonable durability on residual 
fuels. 


FUEL OIL 


Wintry Blasts Hike 
Degree Day Totals 


During the week of Feb. 28 through 
March 6 a cold wave swept the nation 
bringing sharp increases in degree day 
totals. 

The Southeast, Midwest, and Great 
Lakes areas were hardest hit. Their 
weekly average degree day totals in- 
creased 85, 96, and 56 respectively. 

Minneapolis, with a total of 305 
degree days, was the coldest city re- 
porting, and Denver, with 285 degree 
days for the week, 134 above last 
week, reported the greatest increase in 
degree day totals. 

Week 

Season Sept. 1-Mar.6 Feb. 28- 

Mar. 6 

East Coast 1954 1953 Normal 1954 
Boston 3753 3883(b) 4310 182 
New York(a) 3314 3420 3838(b)#197 
Phila.(a) 3229(b) 3108(b) 3548 186 
Washington 3057 2949 3239% 169 

Average 3338 3340 863734 184 
Great Lakes 
Buffalo 4419 4551 4767# 229 
Chicago 4054 4501 4843 269 
Cleveland 4040 4052 4499% 265 
Detroit 4248 4421 4746# 266 
Toronto(a) . 4600 4607 5367# 237 

Average ..4272 4426 4844 253 
Midwest 
Denver 3784 4259 4575 285 
Minneapolis .5396 6044 6105(b) 305 
Omaha 4176 4578 4921% 256 
St. Louis(a) .3142 3394 3624# 231 

Average 4125 4569 4806 269 


West Coast 
San Fran- 
cisco(a) 1526 1712 1745 
Seattle(a) 2941(b) 2754(b) 3156# 
Average 2234 2233 2951 
Southeast 
Birming- 
ham 2250(b) 2234 2335# 158 
Charleston(a) 1385 1433 1532 107 
Nashville 2469 2855 3119#% 190 
Raleigh(a) 2421 2452 2688 154 
Average 2131 2244 2419 152 
Degree days are on 65 deg. F. basis. 
(a) Readings at city offices. Readings in 
other cities taken at airport offices. 
(b) Includes weather bureau correction 
# New normal figures. 
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PROFIT NEWS OF THE YEAR! 


The New 


ARMSTRONG & 


MIRACLE TIRE 





Backed by Heavy Advertising on 
TV! RADIO! “LIFE”! “POST”! FARM PAPERS! 


Imagine! Here’s the same famous “Ounce of Prevention” that made 
Armstrong Premiums tops for safety and sales-appeal! Now at a price 
that appeals to more prospects ... offers more volume .. . provides DEMONSTRATION DISCS 
more chance than ever to build new profits! Yes, and backed by the Yours for the asking! A free 
heaviest, hardest-hitting advertising campaign in Armstrong history! packet of these amazing discs 
For bigger volume, faster turnover, fatter profits, stock sensational new that help you tell and sell cus- 


Armstrong “Miracle” Tires today! tomers on Armstrongs’ life-savin 
g y g g 
“Ounce of Prevention”! All in just 


RHINO-FLEX 10 seconds! Get them from your 
ARMSIR MIRACLE Armstrong Distributor today! 


WEST HAVEN, CONN. NORWALK, CONN. NATCHEZ, MISS. DES MOINES, IOWA 
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Don’t watch the fill. Let it run over 


How to Blow 
Your Profits 


Sky High 


Dealers lose millions of dollars in service station fires 
each year. By following these eight simple recommenda- 
tions, you can pay your share of that loss, with a possible 
hospital bill thrown in. 


Make it a point to smoke at the pumps 


Try for a spill by propping nozzle open If customer drops it, that’s his problem. 
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Above all, get extinguisher out of the way 


March 
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Good Stations Obey 
Fire Safety Rules 


The service station operator faces the same 
fire protection problem as the jobber or ter- 
minal superintendent, but lacks the elaborate 
equipment to rely on in case of emergency. 

He and the truck driver who connects him 
with his source of supply must depend on 
common sense and good judgment, with only an 
occasional hand extinguisher standing by. 

Some oil men forget this—4,100 service station 
fires took a toll of $3.6 million in 1952. 

Serious as the station fire record is to those whose 
investments went up in smoke, the industry can be 
justifiably proud when it is lined up beside so-called 
“safer” risks. 

Schools and colleges had the same number of 
fires with a total loss of $20 million, according to 
National Fire Protection Assn. statistics. 

Offices and banks suffered 13,600 fires at a cost 
of $16.5 million. 

An NFPA tabulation, based on a representative 
number of fires from 1930 to 1953, says special 
hazards were responsible for 68% of service station 
fires. Common hazards accounted for 27% and 
unknown causes 5%. 


Special hazards breakdown shows: 


Automobiles hitting fuel pumps 
Gasoline used for cleaning 

Leak in piping or tanks emitting vapors 
Explosion of gasoline vapor 

Vent pipe vapor ignited 

Overflow of automobile tanks 
Short circuit in fuel pumps 

Air compressors 

Pump switch not explosion proof 
Alcohol vapors ignited 

Open flame cooking in station 
Unknown while fueling car 

Vapor ignition by motorcycle engine 
Miscellaneous 


mM iv 


—“ImwmMmMmMMNMWwiv w~ “ 


Common hazards breakdown shows: 

Smoking and matches 37.5% 
Space heaters 25.0% 
Misuse of electricity 12.5% 
Other heating defects 10.0% 
Spontaneous ignition 5.0% 


Miscellaneous 10.0% 


But the most effective fire protection equipment 
a dealer has is a long list of “Do's and Don’'t’s,” to 
be followed as if his life depended on them. It 
often does. 

Here are some of them: 


DO 


© Keep floors of station building, lubrication unit, 
stock room and drive grease-free. 

e Ask customer to stop motor before making 
gasoline delivery. 

e Maintain contact between hose nozzle and fill 
openings until gasoline delivery is completed. If 
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STATIONS 


contact does not=exist, a static spark 
may discharge itself across the gap. 
e If a leak is found in an electri- 
Ly cally operated motor pump, shut off 
Action-Built for Dependability. .. Economy ... Longer Life! | electricity from pump until leak is 
Every Champion Air Compressor has a ‘‘heart ‘Car W stopped. 
of steel’’... precision-designed with proven q e Handle alcohol antifreeze in the 
automotive-type features for dependability and on open air. It gives off explosive vapors 
economy ...action-built of the finest mate- ‘ under certain conditions. 
rials for stamina! For 34 years, Champion has : e Remove gasoline or antifreeze- 
been famous for its ability to stand up /onger soaked clothing immediately. 
under grueling service demands! Put a e Locate station heater so that it 
CHAMPION to work for you—let its ‘heart cannot be bumped against or knocked 
of steel'’ pump added profits into over. 
your operations years longer! e Test floor sweeping compound 


Wake ale’ chit ein semeb ylinde ve for flammability before purchase. 
Catalog Today! Choose trom : e Maintain vaporproof fixtures in 
54 Business-Buiiding r on ° “wer 

models—new simplitied / , good repair. Missing or broken globes 
charts and diagrams make _— 

job-matching faster and io =: or guards on pumps should be replaced 


gpelert at once. 


DON’T 


e Use blow torch or open flame to 


HAM Ft oO RN Pe 2 tat j thaw grease guns or parts of an auto- 


mobile. 
AIR COMPRESSORS " e Deliver gasoline in bottles or glass 
a ioe. containers. 

e Sell gasoline in portable contain- 
ers to children or others who may not 
know how to handle it correctly. 

; e Leave hose nozzle in the tank 

is ‘ ‘ -" unattended when delivering gasoline. 
Champion Pneumatic Machinery Co., 846 N. Pleasant Street, Princeton, Ill. (NFPA is withholding aueied of 
automatic shutoff nozzles until a na- 
tionally-recognized testing agency en- 
dorses them.) 

e@ Check radiator level with a match. 
It may contain alcohol. 

e Drain carburetors in closed lubri- 
toriums. Flammable vapors, heavie1 
than air, may settle into the pit. 

e Store or deliver gasoline in an 
open container. 

e Use kerosine, kerosine base clean- 
ing fluid, flammable floor sweep or 
any flammable product near a lighted 
stove or other source of ignition. 

This list is only partial. Beyond the 
recommendations here, the universal 
rule applies—Avoid any action that 
might constitute a fire hazard. When 
in doubt—DON’T. 

And when an ounce of prevention 
isn’t sufficient, there is the advice of 
every fire prevention specialist—rely 
on a fire extinguisher that will work 

. . ‘ - and is easily accessible. 
A copy of this quick-reading, 8-page booklet is Truck Safety—One of the most im- 


. . portant precautions for getting the 
yours for the asking. It contains many facts on the teal teed Tics Gin eal Goal to the 


benefits derived from your business paper and station safely is bonding at the loading 
4 a a rack, the NFPA says. 
tips on how to read more profitably. Write for the NFPA says, “Protection shall con- 
se sist of a bare metallic bond-wire per- 
“WHY and HOW booklet. | manently electrically connected “haan 
fill-stem or some part of the fill-stem 
piping. The free end of such wire 
shall be provided with a clamp or 
similar device for convenient attach- 





McGraw-Hill Publishing Company, Room 2710, 330 Wes? 
42nd St., New York 36, N. Y. 
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GIVE YOUR 
CUSTOMERS 
FULL-TIME ENGINE 
PROTECTION... 


AGAINST THE SUDDEN CHANGES 
IN TEMPERATURE THIS SPRING! 


Sudden changes in temperatures in 
the spring, can play havoc with an 
improperly lubricated engine! Your 

, customer knows this...and he wants 

» eADdE the motor oil that will give his car, truck or tractor engines 
ad full-time protection at all speeds and temperatures! 

Champlin Heavy-Duty HI-V-I Mil-O-2104 grade motor oil will 

give this kind of protection...it flows freely at 35 below...and 

Warehouse stocks HI-V-I stands up at boiling and above, with no change in its depend- 

available at: Enidy Oklahoma able film of protection. HI-V-I gives more complete penetra- 

City, Okla.; Superior, Omaha, . ‘ 
Grand Island, Lincoln, Neb.: tion into close-fitting parts, too, since it disperses sludge 
Hutchinson, Kans.; Mason that would otherwise collect on the engine in hard deposits 


City, Rock Rapids, lowa; Den- ; 
an, Gans Tats, Cams: and stop full penetration of the motor oil. 


Fulton, Mo.; Cedar Rapids, There are still some HI-V-I dealerships available. WRITE, 
lowa. WIRE or PHONE for information on your territory. 


a product of 
CHAMPLIN REFINING COMPANY 
Enid Oklahoma 








ATTENTION TO DETAIL and consideration 

of the customer's desire for a quality tank makes 
Progress a recognized leader in the field of 
custom fabrication. Your next custom built truck 


or trailer tank should be by Progress. 


MODEL 500-A Truck tanks 
by Progress are custom built 


to meet your specifications. 


MANUFACTURING COMPANY, INC. 
ARTHUR: ILLINOTS 
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TRAILMOBILE TANK Tk 


BALANCE ENG 





° 


BUILT TO ROLL 
MORE MILES~SAFELY! 


“What do you want in a tank trailer?” That’s the 
— Trailmobile put to transporters, drivers, 
ealers. Their answers are incorporated in a tank 
trailer whose weight, strength, gallonage capacity, 
safety and road handling are properly balanced, 
properly equalized for all load and road conditions. 
Trailmobile tank trailers have the gallonage capacity reduce ee and tank down-time. Give 
you want, with the safety features you need. They're ee oe Saey coe Cot. 
designed with special members and reinforcements What’s more, Trailmobile tank trailers are TRIPLE- 
at all high stress areas. Sturdily reinforced baffles add TESTED before they leave the Trailmobile plant; are 
strength to the shell, full-length tension members guaranteed to meet and exceed all ICC regulations. 


in opmgmie tats : 


CASH GUARANTEE! 


TANDEM SUSPENSION | 


CARRIES 5-YEAR GUARANTEE 





Yes, Trailmobile’s balanced engineering gives you the best tank trailer that money can buy. For full information and 
pone gn on single axles or tandem model tanks to fit your hauling requirements, write, wire or call us today — ot 
check the yellow pages of your phone book for nearest Trailmobile Branch Office. 
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AILERS ARE “BALANCE ENGINEERED” 


TRAILMOBILE TANK TRAILERS ARE 


TRIPLE-TESTED 


GUARANTEED TO MEET AND 
EXCEED ALL ICC REGULATIONS! 













THE BUBBLE TEST! Weld areas are cov- 
CHECK YOUR PRESENT TANKS. ered with a soap-water solution, then pressure 


is applied inside the tank. Leaks are de- 


DO THEY HAVE ALL OF THESE tected and corrected before the tank goes 
TRAILMOBILE BALANCE ENGI- into service! 


NEERED FEATURES? 










BALANCE ENGINEERED 


< 
m 
7) 
o 
fe] 


THE HYDROSTATIC TEST! Weld areas 
are coated with a calcimine solution, then 
tank is filled with liquid under pressure. 
This test, under actual load-carrying condi- 
sions, assures you of positive liquid-tightness. 


The Tend. 
jg 10 TRAILMOBILE THE ELECTRONIC TEST! The Trailmo- 


bile exclusive Electronic Test spots where 
weaknesses might occur; points out where 


Subsidiary of Pullman Incorporated redesign is necessary before model being 
tested is put into production. 













CINCINNATI 9, OHIO BERKELEY 10, CALIFORNIA 
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STATIONS 


ment to some metallic part of the 
cargo tank of the tank truck. 

“The bond wire connection shall 
be made prior to opening the dome 
covers. It shall be maintained in place 
during the entire filling operation and 
the dome covers shall be securely 
closed before the bond-wire is discon- 
nected from the cargo tank.” 

Drag chains, still required by law 
in many areas, are not recommended 
by NFPA. Bonding at the loading 
rack is considered adequate for re- 
moving a static electricity charge. 

Not Needed — According to the 
NFPA viewpoint, drag chains are in- 
effective, particularly on concrete, 
which acts as an insulator. A spokes- 
man said after the static buildup 
reaches a certain point, not sufficient 
to be a fire hazard, the charge drains 
off over the tires. 

In areas where drag chains still 
are required (many of these laws are 
based on old NFPA recommendations, 


which favored chains several years 
ago.), the organization advises truck- 
ers to use them, but work for revision 
of the laws. 

Most tank trucks carry a 20-lb. dry 
chemical fire extinguisher and some 
mount an additional 4-Ib. unit in the 
cab. 

But the driver’s most important 
equipment is— 

e Good maintenance, to keep his 
truck in top condition. 

e Good sense and careful driving. 

NFPA, in its tabulation of fire 
causes based on a representative num- 
ber of fires from 1930 to 1953, says 
94% of the fires in oil transportation 
(tank trucks, vessels and railroad cars) 
were due to special hazards, with 
common hazards accounting for 2% 
and unknown causes 4%. 

For tank trucks, 65% of the spe- 
cial hazard fires occurred while the 
vehicles were in motion. Here is a 
breakdown: 
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Tide Water Tells Employes About New Credit Plates 


A demonstration of its newly-adopted credit plate system was set up in the 
lobby of Tide Water Associated headquarters in San Francisco to make sure all 


of its employes understood the new system. Tide Water’s promotion depart- 
ment believes that every employe who understands the system will boost it among 


his friends. 


Service station managers demonstrated the credit plate machines and 
handed out reprints of an explanatory advertisement. 


Collision with another automobile or 
street car _. ; 
Collision with railroad trains 
Collision with a building, tree, etc. . 11.7% 
Overturn or tire blow-out 10.4% 
Trailer tow bar failure _.. . 2.9% 
Unknown in engine _.. 2.9% 
Spillage of gasoline 2.0% 
Miscellaneous 2.6% 
While Standing Still 
Loading at bulk station 14.0% 
Unloading at filling station . 8.7% 
Undergoing repair ‘ 5.6% 
In dead storage ; 5.6% 
Miscellaneous ; 1.1% 


19.5% 
13.0% 


Smoking and matches were respon- 
sible for 90% of the commen hazard 
fires in all modes of transportation. 
Other causes listed were: incendiary, 
8%, and miscellaneous, 2%. 

Men who work around oil products 
for a number of years often tend to 
become callous to the dangers in- 
volved. 

The transport driver who was blown 
30 ft. in a station blast not too long 
ago probably was one of those. An 
explosion occurred while he was fill- 
ing an underground tank. 

The driver fortunately got off with 
cuts, bruises and broken bones. 





Rates Can Be Cut 


The North Carolina Oil Job- 
bers Association has demon- 
strated how fire insurance rates 
can be reduced. 


After a three-month study in 
1950, revealing that petroleum 
property losses were much lower 
than insurance rates would indi- 
cate, the association gained base 
rate reductions of 35% for oil 
properties where no organized 
or city fire protection existed 
and 41.5% where such protec- 
tion did exist. 

In addition, many jobbers 
slashed their rates even further 
by studying their rate slips to 
correct hazards and rearranging 
and adding equipment to cut 
risks. 

One jobber saved $367.70 on 
the general reduction and an ad- 
ditional $224.70 by posting “No 
Smoking” signs, adding fire ex- 
tinguishers and altering the roof 
of his loading rack so it was 50 
ft. from the warehouse. 

Action taken by other jobbers 
to cut rates included installing 
sand buckets, constructing ware- 
houses of steel, brick and con- 


Participating in the promotion were (left to right): Jack Shaw, advertising 
assistant; Fred Weyand, supervisor of credit card sales; Floyd Pratt, assistant 
sales manager of San Francisco district; and Ken Funk, manager of company- 
operated service station in San Francisco. 


crete and adding various types 
of extinguishing equipment. 
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Users of this highly géfined oupKing valve in 
all three application$S shown \pelow report it 
offers a safe time-s@ving connettion with full 
flow and minimum pressure drop. 


Delivering 600 GPM at 50 Ibs. line pressure 
with pressure drgp through valve an¥ adaptor 
of only 5.25 PSJ, this valve can be cdgnected 
and disconnectéd under pressure witho\yt loss 
of fuel. Therefare no auxiliary valves to\ppen 
or close, sinc¢ valve automatically opens ukon 
connection gnd closes as it is disconnected 
a vital safefy feature in fuel handling. 


The Self-Sealing Coupling Valve is a 2!/2” 
valve with 2'/,” or 3” inlet. Buckeye Adaptors 
for all tree applications also available. The 
valve rgquires no special tools for mainte- 
nance, gan be assembled and disassembled with 
a scr@wdriver. Manufactured in accordance 


with fnilitary specifications. May we send you 
mor¢ details? 


BOTTOM LOADING 
TANK TRUCKS HYDRANT 
FOR AIRCRAFT REFUELING AND TRANSPORTS SYSTEMS 


BUCKEYE IRON & BRASS WORKS, Dept. N, 
Box 883, Dayton 1, Ohio 


Please send complete information on Buckeye Self- 
Sealing Coupling Valve. 


NAME _ —_ 





ADDRESS 





city — —__ZONE_____ STATE 
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Court Holds Fate of Antitrust Suit 


A five-year-old lawsuit over 
gasoline pricing in Texas is await- 
ing a decision now from the 
three-judge Court of Civil Ap- 
peals at Austin. 

The trial judge, after four 
years, said the state failed to 
show sufficient cause for trying 
the antitrust case. 

Pleadings were too flimsy to sustain 
a violation of the antitrust laws, said 
the district judge. 

In the appellate court, Assistant 
Attorney-General Hugh Lyerly plead- 
ed for a chance to present the charges 
to a jury. 

“This court shall determine whether 





GASBOYS , KEROBOYS ONBOYS ROTABOYS 


a jury can reasonably conclude that 
uniform pricing (of gasoline) results 
from conspiracy or from free com- 
petition,” Mr. Lyerly argued. 

Attorneys for 10 defendant oil com- 
panies replied there is nothing to put 
before a jury. The state has failed 
to make its charges specific enough 
to justify consideration by a jury, said 
S. A. L. Morgan of Houston. 

Mr. Morgan added that a jury trial 
would last six or eight months and 
cause “millions of dollars” expense 
to the state and defendants. 

The state admitted that it can offer 
only circumstantial evidence to sup- 
port its belief that price increases on 


Model AI550 
Underwriters’ Approved 


NATIONAL 





tank wagon gasoline were made by 
conspiracy and to lessen competition. 
The raises complained of were made 
during an 18-month period in 1946- 
1947 after federal controls expired. 

But Mr. Lyerly thought a jury 
should be allowed to decide whether 
these acts justify penalties for anti- 
trust violations: uniform pricing, gas- 
oline exchange agreements, standard- 
ized grades, membership in trade as- 
sociations, and uniform prices on 
crude oil. 

“Add these courses of conduct to- 
gether and a finding of conspiracy 
can be supported,” said Lyerly. 

The case filed by former Attorney- 
General Price Daniel (now United 
States Senator) names these defend- 
ants: Arkansas Fuel Oil Co., the Texas 
Co., Humble Oil & Refining Co., Sin- 
clair Refining Co., Magnolia Petro- 
leum Co., Cities Service Oil Co., Con- 
tinental Oil Co., Gulf Oil Corp., 
Standard Oil Co. of Texas and Phil- 
lips Petroleum Co. 

The state said this group controls 
about 85% of the market outlets and 
manufactures about 65% of the gas- 
oline in Texas. It seeks penalties of 
$1,500 a day against each company 
for the period in question, a poten- 
tial total of about $14,000,000 in 
penalties. 

More than a score of attorneys took 
part in the defense. 

Defense Argument—Each side was 
limited to two hours’ debate in the 
appellate courts. Three lawyers spoke 
for the defense. These were Mr. Mor- 
gan, Nelson Jones for Humble, and 
Gillis Johnson, representing Sinclair. 

Sinclair’s brief contained exhibits, 
including several charts from NATION- 
AL PETROLEUM News of 1946-1947, 
to show rising costs and rising de- 
mand within the oil and gasoline busi- 
ness. 

Mr. Morgan called attention to Sin- 
clair’s data in his argument to the 
court. 

Tank wagon price for regular grade 
gasoline had been frozen at 8.5 cents 
for 4% years during the war, Morgan 
said. Third grade brought 1.5 cents 
less and premium sold for 2 cents a 
gallon more. 

“The end of price controls (in 
1946) saw the most amazing increase 
in history in demand for automobiles, 
crude oil and gasoline,” Mr. Morgan 
recalled. 

Higher prices meant expanded sup- 
ply, he explained. Texas Railroad 
Commissioners and other authorities 
were urging higher prices for oil so 
drillers would more actively explore 
for new supplies, he said. 

“The price of crude oil went up 
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and so did gasoline,” said Mr. Morgan. 
The state had noted that tank wagon 
prices in eight other states, mostly on 
the Eastern seaboard, remained below 
those in Texas, despite this state’s 
prominence in oil producing and re- 
fining. 
“Atlantic Coast refineries have 
cheap crude coming from Venezuela 
and the Middle East,” Mr. Morgan 
declared. 
“Markets (for gasoline in that vicin- 
ity) are slightly lower than in Texas. 
If Texas competes in that market, it 
will have to compete at lower prices.” 
The attorney contended that the ex- 
istence of free competition is shown 
by the fact that Gulf once boosted 
its gasoline prices only a half cent 
when the other defendants made a 
one-cent advance. All soon dropped 
back to Gulf’s level. 
“Others had to meet Gulf’s price 
or lose volume,” Mr. Morgan said. 
The attorney declared that use of 
standards set by the American Society 
of Testing Materials for three gaso- 
line grades protects the consumer, 
‘lar Ge Pie al antitrust viola- ee ew Thermoid’s specialized 
tions. =~. ) merchandising experience 


Likewise, he said, exchange of gaso- and top quality products 
line by marketers in Texas saves trans- 


portation costs which benefits the can help you sell the 


buyers. TBA market. 
Blast Parallelism—One brief sharp- 
ly contended that the state’s whole 
case is predicated on a theory of 
“conscious parallelism.” 
“The strange, novel and alien doc- 
trine of conscious parallelism, like the 
ladies’ horsetail hair-do, was fashion- 
able for a brief period among the | , : 
economists and lawyers of the Fed- It $ good business to do 
eral Trade Commission,” Magnolia’s business with Thermoid. 
attorneys wrote. Let us show you why. 
They added that the theory had 
been repudiated both by FTC and in 
federal court. 


a 

Mr. Lyerly did not spend much h 
time on this point. He said the state | 
did not contend that uniform pricing 
and concerted acts are antitrust viola- A principal supplier to the automotive 
tions per se, but “when all angles are market for over 50 years. 
considered, a trial jury may conclude | Thermoid Co., Special Sales Division, Trenton, New Jersey 
that conspiracy existed.” 

Defense attorneys presented charts 
showing that gasoline prices increased 
50% during the period in question, 
while commodities generally averaged 
90% gain. 

The appellate court did not indicate 
when it might reach a decision in the 
case. Usually, three or four weeks 
elapse between the time of argument 
and decision in the court. But because 
of the importance of the antitrust suit, 
a longer time may be taken. 
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You don’t catch 
me knocking 
myself out! 

I use flexible 
U.S. Royal Curb 








Pump Hose.” 





In sub-zero cold or tropic heat, here’s the 
most flexible curb pump hose made. It 
hangs straight on the pump, never 
“wrestles” the operator. 


This lightweight long-wearing U.S. Royal 
Curb Pump Gasoline Hose is circular 
wire-woven for its full length. This forms 
a static-eliminating contact between the 
coupling and prevents collapse or kinking. 
The hose can’t soften or blister. It’s 
equipped with the U. S. Giant® Compres- 
sion Spring Coupling that gives longer 
hours of trouble-free service because of its 
special construction features. Approved 
by Underwriters’ Laboratories. 


The up-to-date service station supply 
distributor has it—ask for it by name— 
U.S. Royal Curb Pump Hose. 


PRODUCT OF 


U. * R¢ rY Al a ‘t R B PUMP HOSE is the most flexible on the market “U.S.” Research perfects it 
“U.S.” Production builds it 
U.S. Industry depends on it 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION * ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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More Selling Needed in TBA Displays 


TBA point-of-sale displays and advertising needs more sell. Too 
much of it promotes the product name and not its uses. 

It is all right to get across the product name as identification and 
as a tie-in with other advertising. But the point-of-sale material should 


also include specific sales messages. 


Such sales messages built into 
station displays have a double- 
barrelled effect, asserts Harry I. 
Holbrook, supervisor, retail sales, 
Union Oil Co., of California, in 
a talk before the West Coast Oil 
Industry TBA Group at Seattle. 
March 2. 

First, they do 
more than just 
let the customer 
know that certain 
items of TBA 
merchandise are 
offered for sale at 
the station. They 
can, and should, 
tell him what the 
TBA product will 
do for him, or 
remind when he 
should buy them. 

Second, the right kind of display 
will stimulate service station salesmen. 
When specific sales points are con- 
stantly before them, the men in the 
stations pick them up and use them. 
Product displays alone cannot do this, 
nor can simple identification signs. 

Challenging the generally approved 
practice of using mass tire displays on 
station driveways, Mr. Holbrook said 
they are based on a theory that is false. 
Rubber company people especially, he 
said, attribute to such displays a pull- 
ing power that does not exist. 

“I question whether many people 
drive into a station because they see a 
mass display of tires, oil, or any other 
product,” he said, “unless there is a 
sale on with attractive prices.” 

A stack of tires conveys no message 
to the man who doesn’t realize he 
needs one or more tires, he claimed. 
“Wouldn’t we be doing a better pro- 
motion job if we could—through 
clever copy, display, cartoon or art 
work—put one of these questions in 
the customer’s mind”: 

“How long since my tires have been 
inspected?” 

“How much do the last 2,000 miles 
of tire life cost me?” 

“What accident risk do I run?” 

“If we prepared his mind to this 
extent, rather than confronting him 
only with a stack of tires, wouldn’t the 
salesman have a better chance to make 
a sale?” 

Tips on Display—On this line of 


H. I. Holbrook 
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reasoning Mr. Holbrook based what 
he claimed should be the true guides 
for station display: 

1. TBA point-of-sale promotion 
should be aimed at the motorist who 
drives into the station. Very few pass- 
ing motorists will be attracted unless 
there is strong price appeal, but the 
man who drives in is already a cus- 
tomer. What is more important he has 
time to absorb your sales promotion 
message. 

2. Station selling copy must be hard 
selling copy. So-called “impulse” buy- 
ing is Overrated. The mere name of a 
product or a recap of its qualities will 
not do the forceful job that has to be 
done. 

3. When you design station displays 
keep in mind the limitations of both 
the station and the men who run it. 
Aim toward simpler copy, and simpler 
physical arrangements. 

4. Product or trade name identifica- 
tion is necessary, but it is not true sales 
promotion. To illustrate his distinc- 
tion, Mr. Holbrook cited this imagi- 
nary example: 

“Let’s say the ‘Gem’ filter is put up 
in an attractive package. So we stack 
some filter boxes in the window to let 
people know we carry Gem filters. Or 
maybe we put them there just for 
decoration. To me, that’s identification. 

“But let’s say we put in the same 
filter boxes, and in the center of the 
window we also put in a dirty filter. 
Along with it we use some pointed 
copy asking ‘Does your filter look like 
this?’ 

“The station salesman can get more 
action if he can point to such a win- 
dow and ask: ‘Hadn’t I better check 
to see how your filter looks?’ than if he 
could only point to a display like the 
first one and say: ‘We carry Gem 
filters. You better let me check yours’!” 

5. Good sales promotion and point- 
of-sales advertising will be used by 
service station men. The extent of its 
use to be our guide to its value in 
doing the job. 

Target Is Different—There is too 
much of a tendency, said Mr. Hol- 
brook, to draw on department store 
techniques in designing TBA display 
material. The objectives are quite dif- 
ferent, he pointed out. Department 
store windows are designed to stop 
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foot traffic, which we don’t have, he 
said. Inside the store every effort is 
made to cash in on the buying im- 
pulse. In the service station, except for 
chemicals and appearance items, there 
is little impulse buying. Instead most 
TBA merchandise has to be sold. 

Everyone has examples of ideas that 
clicked with service station men, said 
Mr. Holbrook, and were used to their 
fullest extent in building sales. “We 
should spend more time in the field 
to see if our material is used, and if it 
does click,” he said. “Because, and we 
repeat this again, sales promotion has 
as much effect on the salesman as on 
the customer,” he concluded. 


Careful Plug Installation 


Electric Auto-Lite is urging the use 
of torque wrenches by service station 
operators and all others who install 
new plugs. Otherwise there is danger 
of poor plug performance or actual 
plug failure, according to Robert 
Campbell, service manager. He says: 
If the plugs are not tightened enough, 
they will run hot, resulting in abnor- 
mal electrode erosion and perhaps 
pre-ignition. If they are over-tightened 
the seals may be damaged or the 
threads may be stripped. 

When plugs are installed in cast iron 
cylinder heads, 10mm plugs require a 
torque of 15 foot pounds; 14mm plugs 
take 30 pounds; 18mm plugs need 40 
pounds; and %-in.-18mm require 45 
pounds. For aluminum cylinder heads, 
five pounds less torque is needed than 
for cast iron. 


Outboard Plugs Introduced 


Electric Auto-Lite now has a com- 
plete new line of spark plugs for out- 
board motors. They are entirely new 
in appearance and have been designed 
to accommodate the rubber spark plug 
covers used extensively in this type of 
service. They are suitable for both 
two- and four-cycle engines and may 
be installed on power mowers as well 
as outboards. 


New Anti-Scuff Rib 


Pure Oil Co. has joined those tire 
marketers with a white sidewall de- 
sign which includes a projecting black 
bar to save the white area from curb 
scuffing. The company is promoting 
the appearance of the smaller white- 
wall area as more modern and better 
looking. 











The SAME FILLER 


FOR HANDLING 







OIL and 
ANTI-FREEZE 


BUILT FOR rue 
STANDARD OIL CO- 
CLEVELAND, OHIO 


Model: HAS-28, Straight 
Gravity, Fully Automatic (for 
liquid or semi-liquid products) 
Product: Oil and Anti-Freeze 


Container: Quart sanitary 
type can. (This model can be 
equipped to handle all sizes 
of round cans from 202 to 404) 


Filling Speed: 300 quarts 
per minute 


... the Only Filler for Both! 


Here’s versatility unmatched by any other filler on the market. 
Horix exclusive sleeve-type valve makes it possible to fill oils, anti- 
freeze, lighter fluid, insecticides, and other petroleum specialty products— 
all on the SAME MACHINE. Additional features include fast, smooth 
handling of containers at both infeed and discharge (tangent or turret), 
and guaranteed accuracy of fill at any speed. The simple, practical 
design, characteristic of all Horix fillers, assures years of satisfactory 
operation. 


OTHER HORIX MODELS PARTICULARLY 

SUITED TO THE PETROLEUM INDUSTRY 
¢ Model HA-14-—the only fully automatic-rotary filler for 2 gallon rectangular cans. 
¢ Model HA-20—high speed quality filler for gallons. Standard in the industry. 


¢ Model HB-9- 1 8—versatile, medium size rotary filler suitable for all containers up 
to gallons. 


¢ Model HE-2 1—small automatic rotary filler for high speed handling of very small 
containers. 


* Model LG—a< straight line, semi-automatic, pneumatically operated four valve 
gravity filler for oils and similar products packed in 1, 2, and 5 gallon containers. 


Horix’s entire line includes many types of 7 
fillers for TIN, GLASS, or PLASTIC—from j 
portable hand operated models to highest speed 
fully automatic rotaries. For complete informa- pease" 
tion, write for Folder No. 152-E. rican | 





F4H ORI X< 


Lowest Unit Filling 


MANUFACTURING CO.: PITTSBURGH 4. PA Cost — Highest 


" 
| 


FILLERS AND CONVEYORS Product Quality 
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New Tide Water Displays 


A set of new counter displays has 
been designed by Tide Water Asso- 
ciated Oil Co., eastern division, with 
the aid of the manufacturer who pack- 
ages the products under Tide Water’s 
private brand. All of the containers 
for this group of specialties now car- 
ries the Flying A trade mark. 

The varnished, die-cut display cards 
in red and black are packed one to 
each carton of product as it is shipped 
to the dealer. Where one card applies 
to two products it is included in ship- 
ping cartons of both products. 

In addition to the series of counter 
cards, Tide Water Associated has de- 
veloped “Twin Pak,” which is a dual- 
purpose specialty package combining 
household oil and lighter fluid. It can 
be used by the dealer either as a give- 
away or as a resale item. 


New Filter Marketed 


A new oil filter element is being 
marketed by the J. A. Baldwin Man- 
ufacturing Co., of Kearney, Neb. The 
maker claims that a new method of 
winding the cotton filtering material 
overcomes past difficulties in the use 
of cotton. By “soft-winding” the outer 
layers it is claimed that a deep filtra- 
tion action is obtained, said to be more 
complete and effective than is possible 
with present types of either paper or 
cotton filter cartridges. 


Dealer Inventory Aid 


Service Station Supply Co., an In- 
dependent West Coast TBA wholesal- 
er, has designed a price book for 
dealer use with space for the dealer 
to mark down his inventory require- 
ments of each item. Dealers are en- 
couraged to let the salesman inventory 
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You are Sure with \\ (LUCIE 2 


THE UNEXCELLED MULTI-PURPOSE 
ALL-WEATHER LITHIUM-BASE LUBRICANT 








U. S. Patent No. 2,397,956 is your safeguard 


Lithium in some form can be found today in many greases, but 


only greases made under U. S. Patent No. 2,397,956 contain 
lithium and specially treated castor oil—a process developed 
by International's Research Staff. 

Remember, there is only one Inlucite 21 its outstanding 


Many greases con- retention properties, strong resistance to water and unusual 
tain lithium, but only 
those made under 
Patent 2,397,956 give 


St aaiehs aot INTERNATIONAL LUBRICANT CORPORATION 


equipment - saving 
economy. 


mechanical stability have never been duplicated. 


New Orleans, Louisiana 
Manufacturers of Quality Lubricants 
AVIATION @ INDUSTRIAL @ AUTOMOTIVE @ MARINE 


With Research Comes Quality .... With Quality Comes Leadership 
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major oil company 
service station men wear 


than any other brand! 


As kids, we followed the biggest guy in the 

crowd ‘cause we trusted his judgment. In business, we 
still “follow the leader” and it makes sense. 

Leaders of the petroleum industry never 

walk up two flights to save two 

-< cents on uniforms. Their experts 

} select uniforms that can stand daily 
station wear and always look right. 
Big oil companies get what they 
want from Lion Uniforms .. . 
tailoring planned for full 
movement, individual styling, 
fabrics guaranteed against 
shrinking, fading. It all adds up 

to a well-groomed salesman 

who gets the lion's share 


of the business. 


Write for our 
merchandise plan today. 


UNIFORM INC. 


DAYTON 3, OHIO 


Write—Dept. A , 44 WEBB STREET 


NATIONAL 











their stock every two or three weeks, 
and re-order as needed to bring each 
item up to the stocking level as shown 
by the price book. Object is to set 
higher levels for the fastest moving 
items, accelerate turnover, and weed 
out obsolescence. 


New Tire Gauge Pack 


A new counter display package 
holds five of the new Schrader tire 
gauges. They are packed in transpar- 
ent containers for the resale market. 


Dealer TBA Ratios 


Sun Oil Co. has reported three good 
dealer TBA ratios: A partnership con- 
sisting of Elbert Wain and Ernest 
Sternberg in Hartford, Conn., chalked 
up $20 per 1,000 gal. of gasoline at 
the end of their first year of operation; 
Robert F. Powers at Cleveland, Ohio, 
got his ratio up to $25 per 1,000 gal.; 
dealer William Johns, location not 
specified, went way up to a ratio of 
$43.60 per 1,000 gal. 


Phillips Markets Chains 


Phillips Petroleum Co. added a 
carton-packed tire chain to its TBA 
line. The chain are the new Round 
Minit-On brand for which the manu- 
facturer has devised a two-color, oc- 
tagonal-shaped box. Included in each 
box, in addition to the chains, is a set 
of rubber adjusters, and a pair of 
plastic sleeve protectors. The new 
chains can be applied from a position 
facing the wheel, without jacking it 
up, or moving the car. What makes 
this possible is the substitution of a 
patented semi-rigid cable, connected 
with a pair of locking fasteners, for 
the customary length of chain on the 
inner side of the wheel. 
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TRIPLE ECONOMY 


Its the biggest truck news of 54 


Gross capacities up to 
40,000 lbs. GVW with new 
Tandem-Axle Bic Joss! 
Two all-new models, 4 
wheelbases each. Priced 
with the lowest. 








| NEW LOW-FRICTION ENGINES offer NEW 3-MAN DRIVERIZED CABS 3 NEW CAPACITIES! New Factory- 
© power increases up to 23% with gas- ®cut fatigue. New long-wearing ®¥9® Built 6-Wheelers, up to 60,000 lbs. 
saving economy! One reason: modern woven plastic seat upholstery. GCW! Two new Cab Forward 
short-stroke design cuts down on in- Exclusive Ford seat shock snub- Bic Joss! Ford’s 221 models offer 


ternal friction waste as much as 33% ! bers! Huge one-piece windshield! low curb weights, top payloads! 


Ford advances further with big new savings in all 3 
vital truck areas! There’s more gas-saving power! 
Still better drivers’ working facilities! Big capacities, too! 


New Ford Trucks for ’54 offer the mightiest concentration 
of power per cubic inch ever built into any truck engine 
line! And, smaller-displacement engines like Ford’s five 
new truck powerplants normally need less gas! That’s only 
one big factor behind Ford Truck Triple Economy for 1954. 
For more information, write: Ford Division, Ford Motor Co., 

Dept. T-18, Box 658, Dearborn, Michi- 

gan—or call on your Ford Dealer, today! 


5 great truck engines: 115- 
h.p. Cost Clipper Six, 130- 
and 138-h.p. Power King 
V-8, 152- and 170-h.p. 
Cargo King V-8! 


NEW Ford Master-Guide Power Steering is 
standard on new Series T-800 and (with 
152-h.p. V-8) T-700 Bic Joss; optional at 
worthwhile extra cost on most other Bic 
Joss. Cuts steering effort as much as 75% ! 


ONLY FORD gives you Gas-Saving, Low-Friction, High- TRIPLE [ 
Compression, Overhead-Valve, Deep-Block engines in ail D comouy LR CKS 
truck models! Advancements like rotating valves increase 

valve life, and full-flow oil filter lengthens engine life. MORE TRUCK FOR YOUR MONEY 


March 17, 1954 + NATIONAL PETROLEUM NEWS 





SPECIAL BONUS OFFERS 


FOR SERVICE STATIONS , 


ALL-STEEL CONSTRUCTION 
11” High, 13° Wide, 
52" Deep 
Beautifully finished outside 
and inside in Baked Enamel 
ADDS TO YOUR PROFITS 
*® Keeps Your Tube Repair Supplies Handy, Clean, 

Orderly, Easy to Inventory 
*® Stops Waste and Loss — Saves Time 
* improves Your Station Appearance 


coupurre DILLECTRIc OUTFIT 
SERVICE STATIONS 


1 Can (20 
P 
Patches — 


BONus 


] Set of 3 Stainless Stee! Pomtongs 


1 Tire Center Display 


ALL FOR ony $19.60 


CABINET ASSORTMENT 


Contains Supplies for over $240 Worth of 

Tube Repairs PLUS a Set of 3 POMTONGS. 

6 Cans (240 Patches) No. 6606-40 Small Diamond 
Patches @ $1.65 per can 


1 Can (20 Patches) No. 6605-20 Large Diamond 
Patches @ $1.85 per can 


Box (100) No. 100-AA Valve Insides @ $5.50 
per box 


Cabinet Locker ($10.00 value) @ $2.50 


BONUS (Worth $3.25 to You) 


1 Can (40 Patches) No. 6606-40 Small Dia- 
mond Patches @ $1.65 per can 


FREE 
FREE 
FREE 


1 Set of 3 Stainless Steel Pomtongs 
1 Tire Center Display 


au ror onty $19.75 


for Over $ 
170 
@ Set of 3 POMToNee of) 


P with Trans. 
Volt A.C, @ 


) No. 6606. 
1.65 per pa 40 Small Diamond 


hes) No 
- 660 
@ $1.85 Per can 


(Worth 
1 Wire Buffer No. 66] 


5-20 Large Diamond 


$1.90 to You) 


FREE 
FREE 
FREE 


DILLECTRIC 


ELE 


CTRICALLY VULCANIZED 


THE DILL MANUFACTURING co. 


NATIONAL 


700 East 82nd st 


REPAIRS 


« Cleveland 3, Ohio 
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EQUIPMENT 


Pneumatic End-Lift Helps 
Ease Service Problems 

Bay-Lift, a portable pneumatic end- 
lift, is advertised as a solution to the 
service problem caused by high, wide 
fenders and the deep-down position of 
the motor in modern automobiles. 
Bay-Lift raises the rear of the car, 








lowering the front end so maintenance 
on the motor can be done at the proper 
working height. The hood can be re- 
paired without removal and tests have 
shown that a motor can be steam 
cleaned in half the time with the front 
end lowered. Bay Manufacturing Co. 

Circle No. 1 on Reply Coupon 











Weatherproof Floodlights 


Re-designed narrow beam flood- 
lights, employing a one-piece alumi- 
num housing casting, provide sim- 
plicity of design and more efficient 
operation, the manufacturer claims. 
The new design is available in 300-500 
watt and 750-1000 watt sizes. Equip- 
ped with focusing mechanism, the 
lights are available with clamp or five 
spring toggle-hinged ring with clear, 
stippled or ribbed lens for maximum 
light control. Cross arm, pole top, 
flat base and clamp mountings are 
available. Revere Electric Manufac- 
turing Co. 

Circle No. 2 on Reply Coupon 


Lithographing Facilities 

Modern facilities are available for 
lithographing customers’ labels and 
trade-mark designs on Vulcan steel 
shipping containers. Customers’ pres- 
ent designs can be duplicated and a 
staff of artists is available to develop 
new designs, the manufacturer said. 
All sizes of pails and drums from one 





through eight gal., open and closed 
head, can be lithographed. The com- 
pany is featuring lithographed pails 
and drums with baked interior linings 
and a new non-mar exterior finish 
Vulcan Steel Container Co. 

Circle No. 3 on Reply Coupon 


Parts Cleaning Machines 


New parts cleaners are available in 
sizes from 20 to 2,300-gal. solution 
capacity for applications in cleaning, 
degreasing and stripping. Equipped 
with impellers which create a violent 
scrubbing action, the machines will 
clean engine blocks, nuts, bolts, small 
parts and various other items. The 
manufacturer claims two-thirds can be 
saved in cleaning cost, and work can 
be done in one-third the usual time 
Storm-Vulcan, Inc. 


Circle No. 4 on Reply Coupon 





Weight-Saving Spring 

A weight-saving truck spring design 
is said to allow 300 Ib. extra payload 
and promise significant economies in 
cost and maintenance. The new 
Homan tandem, incorporating an air- 
spring, is self-compensating for all 
load and road conditions. The air pres- 





FOR FURTHER INFORMATION 


On Any Equipment or Literature Described in This Issue 


HERE’S WHAT YOU DO: 


Circle the number on the coupon on next page which 
corresponds to the one that appears at the end of the 
item in which you are interested. 

Fill in your name, address, etc. 


Clip the coupon. 


Mail it to the Readers’ Information Service, NATION 
AL PETROLEUM NEWS, 330 W.42nd St.) New York 36, 
N. Y. This department will forward your inquiry to the 


manufacturer. 
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Butler Introduces Lightweight Transports 


Butler Manufacturing Co.’s new line of transports are designed to reduce 
weight and increase payload. The company claims one model will carry “200 to 
350 gal. more than conventional design,” and the other “350 to 500.gai. more 
than conventional transports.” Capacities are 5,800 to 6,300 gal. and 7,000 to 
7,400 gal. respectively. Both transports are built with three compartments, double 
bulkheads, full-length flashing, anti-skid top, adjustable upper fifth wheel, rear 
mud skirt, heavy-duty bolted-on bumper, rear ladder, load-bearing landing legs, 
bracket-type tire carrier and two hose tubes. 


sure in the spring, varying from 10 to 
45 lb., is controlled by an automatic 
valve to maintain constant height be- 
tween the axle and frame, regardless 
of load. Homan & Co., Inc. 


Circle No. 5 on Reply Coupon 


Flaring Tool 


A flaring tool for expanding grooves 
and tubes, closed couplings, and nip- 
ples is designed for use by petroleum 
distributors, service station operators 
and other users of rubber hose prod- 
ucts involving nipples and couplings. 


The tool is small and weighs only 3 Ib. 
It is equipped with two cones, which 
start at % in., with expanding capacity 
to 1% in. The tool has withstood pres- 
sures of more than 150 psi in tests. 
Monterey County Industrial Develop- 
ment, Inc. 


Circle No. 6 on Reply Coupon 


Diaphragm Pumps 

Modern automotive-type design is 
used in a new line of diaphragm 
pumps to reduce bulk and weight. 
The pumps are available in two, three 
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and four-in. sizes and are powered 
with air-cooled gasoline engines or 
electric motors. All sizes are available 
with wheelbarrow, two-wheel or base 
mounting. Also featured are totally 
enclosed geared speed reduction cases. 
Rice Pump and Machine Co. 


Circle No. 7 on Reply Coupon 








Overhead Service Reels 


A line of overhead service reels puts 
chassis and gear lube, motor oil, air, 
water and automatic transmission fluid 
within instant reach. Installation of the 
new reels takes only a few minutes and 
inspection or servicing is simple. Bal- 
anced spring action holds the hose at 
the desired position and the hose re- 
tracts easily. Gray Company, Inc. 


Circle No. 8 on Reply Coupon 





BARRETT automatic 
Filling and Crimping Equi ft 


we ew 





for handling greases and other 
viscous fluids. 

@ No operator required. 

@ 100% air operated. 

Fills, seals, stamps and counts lug 
cover pails. Output of 15 pails per 
minute. Write for details on installa- 
tion to meet your requirements. 


BARRETT 


Manufacturing Co. 
P. ©. Box 8096, Houston 4, Texas 


4330 
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NEWS OF MANUFACTURERS 





Foster Expands Lab 


Benjamin Foster Co. has completed 
its new general offices at its present 
plant site in Philadelphia. This pro- 
vides 1,500 sq. ft. of additional lab- 
oratory space for research and devel- 
opment projects. The company makes 
adhesives and plastic coatings for in- 
dustrial use. 


Canco Producing Pressure Cans 


American Can Co. has announced 
it is now equipped to manufacture 
pressure cans on a mass-production 
basis, including containers for almost 
“any type of product that sprays, 
mists or foams.” In the past, the com- 
pany has turned out custom-made 
packages for specific customers, but 
installation of new equipment will 
bring into production cans built to 
handle virtually all the popular pres- 
sure container valves now available. 


Armstrong Division Reorganizes 


Industrial division of the Armstrong 
Cork Co. has created a new depart- 
ment and consolidated two others “to 
provide a more complete and special- 
ized service to customers of friction, 
gasket and packing materials.” 

A new friction materials depart- 
ment has been formed to handle ex- 
panded sales effort in the power 
transmission and power braking fields, 
and the cork and rubber products and 
cork products departments have been 
merged to form the gasket and pack- 
ing department. 


Fruehauf Opens New Plant 


Fruehauf Trailer Co. has opened a 
new plant in Westfield, Mass., former- 
ly owned by Brown Equipment Co. 
The company’s other plant locations 
are at Avon Lake, Ohio; Los Angeles, 
Calif.; Memphis, Tenn.; Detroit, 
Mich.; Fort Wayne, Ind.; Cedar Rap- 
ids, lowa, and Omaha, Neb. 


Oil Equipment Sales Division 


Enterprise Brass Works of Muske- 
gon, Mich., has established an oil 
equipment sales division to market a 
line of valves, fittings and accessories 
for the oil industry. 


Canadian Firm Licensed 


Gorman Rupp Co., Mansfield, 
Ohio, has licensed W. R. Dand Petro- 
leum Equipment, Ltd., of Toronto, 
Ont., to manufacture Gorman-Rupp 
pumps for petroleum transfer and re- 
fueling service in Canada. Plans have 
been approved and contracts let for a 
new, modern plant in Toronto and the 


Canadian firm will begin production 
early this year, officials said. 


Bell Co. Buys Canada Plant 


The Bell Company, Inc., automotive 
chemical manufacturer, has purchased 
a factory in Hamilton, Ont., Canada. 
The Canadian operation will be 
known as Bell Chemicals, Ltd., and 
the plant will manufacture hydraulic 
brake fluid and other automotive 
chemical products. 


Autocar Moving to New Plant 


Autocar division of the White Mo- 
tor Co. will move about May | to a 


OKHEIM 



















Model 769 
Foot Valve 


1650 Nabash Ave. 
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TOKHEIM CORPORATION 
Designers and Builders of Superior Equipment 
Since 1901 


Factory Branch: 1309 Howerd St., San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge St., Toronto, Ont. 





new $2 million plant on the Lincoln 
Highway near Exton, Pa., 15 miles 
from its present location at Ardmore. 
In addition to moving to the new loca- 
tion, Autocar also will introduce sev- 
eral new models to its truck line this 
year, Officials said. 


New District Sales Office 


International Harvester Co. will 
open a new district sales office in Lub- 
bock, Tex., in the Stanolind Building. 
The new office will serve the approxi- 
mately 125 International motor truck 
dealers and four company-owned sales 
branches in west Texas, eastern New 
Mexico and southwestern Oklahoma. 


VALVES 


outperform, 
outlast the 
best of them! 





Unique seat design — 
prevents foreign matter 
from collecting—assures 
trouble-free operation. 


Model 770 
Angle Check Valve 


Tokheim valves top them all for performance, long 
life, ease of service. They embody a precision-built, efhi- 
cient poppet assembly of standard design, as shown 
above. Proven in thousands of installations, this poppet 
won't stick, won't leak, won't impede flow. 

All working parts are cadmium-plated 

steel. Easily serviced. Every Tokheim valve is factory 

tested at 15 inches of dry vacuum. Insist on Tokheim 

next time you buy. Write for catalog No. 17. 


Model 768 
Vertical 
Check Valve 


Fort Wayne 1, Ind. 
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Everything — Plant 
an 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 











MICHIGAN 





R. V. SEAMAN CO, 


anal largest wholesaler of 
truck tank, service station an 
bulk plant equipment. 


SAGINAW—DETROIT— 
GRAND RAPIDS 








NEW JERSEY 











EQUIPMENT 
for the 


OIL INDUSTRY 
° 


Rebuilt 
PUMPS — METERS — REGISTERS 
s 


PARTS FOR MOST PUMPS 
* 
TEN HOEVE BROTHERS 
359 McLean Bivd., Paterson 3, N. J. 








NEW YORK 





RENICK & MAHONEY, INC. 


380 Second Avenue 
New York 10, N. Y. 


Bulk Plant—Truck Tank and 
Service Station Equipment 








OHIO 








TULLER CORPORATION 


947 W. Goodale Bivd. Columbus 8, Ohio 
SALES — SERVICE — ENGINEERING 
Tokheim, Marlow, Blockmer Pumps: 
Ever-tite G OPW Fittings: Neptune 

Meters: Heil Transports: Service 
Truck Tanks: Goodrich Hose: Reels: 
Air Comp. Farm G Bulk Storage Tanks. 
Designers G Builders 
Bulk Plants and Service Stations 











PERSONALS 





T. A. Kelly A. W. Hughes 

Thomas A. Kelly and Andrew W. 
Hughes have been promoted by Rheem 
Manufacturing Co. Mr. Kelly, former 
manager of the company’s Phila- 
delphia plant, will hold the newly 
created post of manager of manu- 
facturing planning with offices at 
the Richmond, Calif., corporate head- 
quarters. Mr. Hughes will direct all 
manufacturing and marketing ac- 
tivities on the eastern seaboard as 
eastern region manager. He also will 
be in charge of Rheem plant operations 
in Linden and Burlington, N. J.; 
Philadelphia, Pa., and Sparrows 
Point, Md. 


e 

D. W. (Monty) Monroe, owner of 
the Monroe Equipment Co., Miami, 
Fla., and a board member of Na- 
tional Association of Oil Equipment 
Jobbers, has become firmly established 
as a judge in Miami boxing circles. 

His latest assignment was the na- 
tionally televised Joey Maxim-Archie 
Moore light-heavyweight champion- 
ship fight Jan. 27. 

Mr. Monroe has been a fight judge 
in Miami for about seven years. After 
serving his apprenticeship, he drew his 
first major card, the Willie Pep- 
Huberto Sierra championship bout in 
the Orange Bowl. Another top contest 
in which he was an arbiter was the 
Maxim-Nardico bout in January of 
last year. 

Although he did fraternity boxing 
in college, Mr. Monroe never was a 
professional. He got his start in judg- 
ing when a friend, appointed Miami 
boxing chairman, asked him to judge 
some local bouts. 

He is a charter member of NAOEJ 
and has served continuously on the 
board of directors since the associa- 
tion’s formation. 


es 

Willie T. Holmes, formerly with 
Douglas Aircraft Co., has joined 
Gorman-Rupp Co. as West Coast dis- 
trict manager, with headquarters in 
Arcadia, Calif. He supervised the dis- 
tributor organization of a pump manu- 
facturer in Mexico, Central America 
and the West Indies from 1947 until 
joining Gorman-Rupp. 


PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 


334 Blvd. of Allies Pittsburgh 22, Pa. 


Rutteden Service Station Flood 
Ce Cpa Valves 
ings 
Granco Pumps G Meters—Air 
Compressors 








West Penn Oil Equipment Co. 
512 Sandusky St. Cedar 1-8822 
Pittsburgh 12, Pa. 

Bulk & Service Station Equip. 

Erie Computing Pumps 
Pittsburgh Equitable Meters 
Roper & Marlow Pumps 











E. O. HABHEGGER CO. 


Fairmount Ave., at + St. 
PHILADELPHIA, 3 


HABHEGGER 


For The Petroleum Industry 
BULK P' s 
TRUCKS—SERVICE STATIONS 





SOUTH CAROLINA 


THERE'S A 


Gasboy PUMP | 


FOR EVERY SIZE CONSUMER ACCOUNT 


PEE DEE TANK COMPANY 
P.O. Box 908 Florence, S.C. 





TEXAS 








UNITED PUMP SUPPLY, INC. 


1701 S. LAMAR DALLAS, TEXAS 


SALES & SERVICE 


BUCKEYE VALVES: COX WELLS: 
EVER-TITE: GOODRICH HOSE: 
GRANCO PUMPS: JOYCE LIFTS: 
MARLOW PUMPS: OILCO LOAD- 
ING ARMS: PIPE: PIPE FITTINGS: 
SMITH METERS: TOKHEIM 
PUMPS: WESTINGHOUSE AIR 
COMPRESSORS. 








WEST VIRGINIA 











SMITH METERS 


H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Va. 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 
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PIPE LINES 


Harbor Line Nearing Completion 


The new Harbor Products Pipe 
Line System soon will be carrying 
a substantial portion of the oil 
products now moving by barge 
from Philadelphia-area refineries 
to New York Harbor terminals. 

Also, it will permit products to 
be shipped entirely by pipe line 
from Philadelphia into north- 
eastern Pennsylvania and upper 
New York State through a con- 
nection at Linden, N. J., with the 
new Buckeye Pipe Line. 

The Harbor Products System, a de- 
fense project undertaken jointly by 
Sinclair Pipe Line Co., Gulf Refining 
Co. and the Texas Pipe Line Co., is 
scheduled to begin operating early this 
summer. 

Construction is entering final stages 
on both the 86-mile line, proper, and 
the connections with Sinclair, Gulf 
and Texaco refineries and terminals. 

Two companion projects under way 
are the construction by Texaco of a 
new terminal at Linden, N. J., replac- 
ing its present terminal at Newark, 
and enlargement by Gulf of its termi- 
nal at Gulf Port, on Staten Island. 

The Harbor Products Line will run 
from Woodbury, N. J., northeast to 
Tremley Point, N. J., incorporating 
part of the Little Inch Pipe Line. 

Capacity of the new 16-in line, 

with one pumping station at Wood- 
bury, will be 110,000 b/d. 
Common Carrier—It is being built 
and will be operated as a “common 
carrier” by Sinclair Pipe Line Co. as 
agent for the owners. Minimum tender 
is to “average from 10,000 to 25,000 
bbl.” 

Products to be carried will include 
regular and premium gasolines, kero- 
sine, No. 2 fuel oil and Diesel fuel. 

The three participating companies 
are building connections individually. 

The Sinclair and Gulf links, at the 
southern end of the pipe line, have to 
cross the mile-wide Delaware River, 
since those companies’ refineries are 
on the Pennsylvania side. Sinclair’s 
plant is at Marcus Hook (110,000 
b/d). Gulf’s is at Girard point (107,- 
000 b/d and being enlarged to 175,- 
000 b/d). 

The connections are being laid as 
much as 60 ft. below the river’s low- 
water level (for 2,800 ft. in mid-river) 
to avoid interference with shipping in 
the busy channel. 

Texaco will have the shortest con- 
nection—five miles—since its 60,000- 
b/d refinery is on the Jersey side of 
the river, at Eagle Point. Its pipe will 
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be largest in diameter—16 in.—how- 
ever. 

Gulf, at its Gulf Port (Staten Island) 
terminal, is adding three 131,000-bbI. 
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storage tanks. Later, it will install a 
fourth of this size, then two 96,000- 
bbl. tanks. 

The additions, totaling 716,000 bbl., 
will give Gulf over-all tankage capac- 
ity there of 5,516,000 bbl. 


Bill Would Cut Oil Firms 
Out of Pipe Line Control 


A bill introduced by Senator Gillette 
(D., Iowa) would make it illegal for 
oil companies to own interstate pipe 
lines. The measure has been referred 
to the Senate Commerce Committee. 

The Iowan’s bill would place oil 
common-carrier pipe lines under the 
so-called “commodities clause” of the 
1906 Hempburn Act, which governs 
railroads. 

This act now prevents railroads 
from transporting in interstate com- 
merce any commodity, except timber, 
which was mined or produced by 
them or in which they own an interest. 

The Senate version of the Hemp- 
burn Act gave the Interstate Com- 
merce Commission discretionary 
power to apply the clause to the 
transportation of oil by pipe lines, but 
this was struck from the law. 

The present measure is identical 
with one introduced in the 76th Con- 
gress (1939) by the late Senator Borah 
(D., Idaho) and Senator Gillette. That 
bill died in committee. 

“If this bill is enacted, the people 
of my state of Iowa alone will be 
saved annually a sum of at least $18 
million on the cost of their gasoline 
tractor fuel, kerosine and fuel oil,” 
Senator Gillette declared, adding that 
“a legislative error of nearly 50 years’ 
standing will finally be corrected.” 

He said shipping oil by pipe line 
“is only about half as expensive as 
shipping it by rail.” Yet, because the 
“commodity clause” does not apply, 
“the big oil companies that own these 
pipe lines are able to charge consumers 
prices for their products that do not 
reflect the cheaper mode of trans- 
portation.” 

The bill would benefit farmers espe- 
cially, the senator stated, because of 
“the enormous market for petroleum 
products on the nation’s farms.” He 
asserted this would amount “to a tre- 
mendous sum,” company-wide. 


Pipe Line Revenue Down 


Pipe line operating revenues were 
down 1.6% below the previous year 
during the last quarter of 1953. This 
showed up in a report on crude and 
product pipe lines having $500,000 or 
more annual revenue, made by the 


Interstate Commerce Commission, 
Bureau of Transport Economics and 
Statistics. 
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Crown's superior lithographing 
know-how “does things” (and 
how!) for labels. Your label . . . 
dramatically reproduced in full color on Crown’s Steel Shipping 
Containers . . . catches the eye and inspires the sale even as your 
product moves toward the ultimate point-of-purchase! Let 


us show you samples of work we’ve done 





for others in your field. 


Croan Cai 


DIVISION 


CROWN CORK & SEAL COMPANY, INC. 


5-GAL. OPEN HEAD PAILS AND CLOSED HEAD DRUMS Dut 4 * @ 
Top quality engineering and construction afford maximum LAA, 
protection to your product in transit. Wide variety of closures. 
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‘Consult-Supplier Month’ Worth Big Push 


The National Oil Jobbers Council will sponsor, 
in May, a repeat of the “Consult Your Supplier 
Month” project inaugurated in February of last 
year. The idea is for jobbers and their suppliers 
to sit down together, and, across the table, discuss 
problems of Mutual concern. 

Last year’s event met with considerable success. 
Most suppliers entered 100% into the spirit of 
the undertaking. However, some supplier repre- 
sentatives on the API’s Jobber Advisory Com- 
mittee, during a meeting of the group in Dallas, 
subsequently expressed themselves in rather un- 
friendly fashion towards the project and that led 
to some wonderment among jobbers as to whether 


a few suppliers hadn’t maybe missed the whole 
point of it. 

Suppliers regularly confer with their jobbers, 
day by day and week by week. But such con- 
sultations ordinarily concern routine business 
affairs and generally involve supplying company 
personnel remote from the top level. 

NOJC’s aim is different and definitely higher. 
The objective is the general advancement of job- 
ber-supplier relations through improved under- 
standing of common problems, at all levels in the 
chain-of-command. We trust that this year’s “Con- 
sult Your Supplier Month” will be marked by 
even greater success than was the first one. 





Gasoline Pays Its Way 


Gasoline seems to be destined to pull increas- 
ingly more than its just share of the tax load, in 
addition to supplying the energy that enables the 
U.S. to be a nation on wheels. 

In Washington today, our bureau there ad- 
vises, Congressional sentiment appears “heavily 
weighted” in favor of continuing the present 2¢- 
per-gal. Federal motor fuel tax that started out 
as a temporary proposition and. now promises to 
outlast the Pyramids. 

And elsewhere around the country a like senti- 
ment apparently prevails, with the politicians and 
planners not only scheming to continue present 
levies but also to increase them. In New York, 
for example, a temporary highway finance plan- 
ning commission just the other day proposed 
increasing the state gasoline tax from 4¢ to 6¢ 
(and also raising the Diesel fuel tax from 6¢ to 
9¢) in order to finance, in part, a seven-year $2 
billion state highway construction program. 

All of which suggests to us that the time is at 
hand for the industry, through the OIIC, to lay 
heavier stress on the theme that it’s not the indus- 
try’s prices, but the inordinately heavy sales taxes, 
imposed by their own elected representatives, that 
make gasoline so costly for today’s motorists. 

By diligently applying its talents to the prob- 
lem, maybe the OIIC could reverse the trend that 
now sees 43% of the people complaining that 
gasoline prices are too high—and blaming the 
industry for it. Surely would be worth a try, at 
any rate. 


March 17, 1954 + NATIONAL 


Knight Symbol of Power 


It seems to us that “the Lady Doth Protest Too 
Much.” 

On page 23, we reproduce in its substantial 
entirety, the text of a letter signed by eight of the 
nine members of the Temporary Ratifying Com- 
mittee, Oil and Chemical Workers International 
Union (proposed Union, that is). The main burden 
of the letter is that NATIONAL PETROLEUM NEWS 
“did wrong by” O. A. (Jack) Knight, on Feb. 24, 
by running an editorial headed, “Knight Has 
Crippling Power Within His Grasp.” 

Trouble is, it wasn’t Jack Knight—the person— 
we were talking about in that editorial. Rather, it 
was our thought to point out that, if the proposed 
merger of independent unions wih Knight’s OWIU 
goes through, the result will be a union of such 
tremendous power, potentially, that it could visit 
almost total paralysis upon the economy in the 
process of enforcing its demands against the petro- 
leum industry. 

The ratifying committee members who signed 
the letter apparently know this to be the fact, too. 
Otherwise, they would not have gone to such great 
lengths to becloud the central issue—by defending 
Jack Knight as a person and friend, and totally 
ignoring our contention that he is the symbol of 
a power that would bode no good for the country. 


»> 
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Gulf Coast ‘Gas’ Prices In Sharp Dip 


By Halsey Peckworth, Jr., NPN Staff Writer 


Lower prices, topped by a 1¢ gal. decline in 
Gulf cargo prices for regular-grade gasoline, ruled 
in oil markets generally the past week. 


Retail distillate prices slipped 0.4¢ gal. in metro- 
politan New York, and tank car prices for kerosine 
and No. 2 fuel were off 0.25¢ at both New York 
harbor and Boston. 


In the Mid-Continent, No. 6 fuel prices fell to 
$1.20 per bbl., down 10¢. 


Gasoline at the Gulf for spot cargo loadings was the 
weakest product. Trade sources said that at least 25 spot 
cargoes of gasoline—‘“and possibly as many as 50”—were 
open for early sale. Prices for regular-grade, 87 oct., fell 
sharply, from 10.5¢ to 9.5¢ gal., and it was not immedi- 
ately apparent that the lower level would find buyers. 

Low octane grades of gasoline dropped also. Spot cargo 
quotations of refiners ranged upward from 9.25¢ for 83 
oct. regular, down 1¢; and from 9¢ for 79 oct. and 70-72 
oct. leaded, the two grades off 1¢ and 0.75¢, respectively. 


Deplore High Crude Runs—Both Independent and 
major refiners at the Gulf deplored what they said were 
“much too high” refinery runs for the past six months, 
with “too high” a yield of gasoline. 

Pointing up the extent of gasoline price declines this 
season, trade sources cited the fact that 87 oct. regular- 
grade was offered—at 9.5¢ for cargo lots—cheaper by 
0.5¢ than 70-72 oct. leaded was posted prior to the 25¢- 
per-bbl. crude oil increase last June. 


With gasoline prices down sharply, and still no active 
buying developing, trade sources said that the Gulf cargo 
market was in a more chaotic state than at any time 
since World War II. And the effects of “distress” gasoline 
at the Gulf could be widespread, they added. 


Already, regular-grade gasoline of Gulf and lower- 
Mississippi origin was underselling pipe line gasoline in 
the Chicago district by as much as 1¢ gal. Retail price 
wars dotted the nation from Dallas, Tex., to Portland, 
Me. (see below). 

And some sources said that a continuation of “distress” 
prices for gasoline in the Gulf market “could undermine” 
crude oil prices. The low pour test, high gasoline yielding 
crudes in coastal Texas certainly are far less attractive 
currently, from the refiner’s standpoint, than they were 
a year ago. 

Distillate Prices Ease—Distillate prices were showing 
signs of seasonal easiness, and resellers generally were 
buying No. 2 fuel on a hand-to-mouth basis. 

In metropolitan New York, Socony-Vacuum Oil Co. 
reported a reduction of 0.4¢ per gal. in its tank wagon 
prices for home heating oils in the boroughs of Manhattan, 
Bronx, Brooklyn, and Queens. Socony’s tank wagon prices 
were cut to 14.7¢ for kerosine and 13.5¢ for No. 2 fuel 
in Manhattan, Brooklyn and Queens; and 14.9¢ and 13.6¢ 
for the two oils, respectively, in the Bronx. 

At New York harbor, kerosine barge and tank car prices 
slipped 0.5¢ to 10.7¢ and 10.4¢, respectively. No. 2 fuel 
for tank car shipment declined 0.25¢, to 9.7¢, and to 9.4¢ 
for spot barges. 
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At Boston, where most suppliers offered “voluntary 
allowances” off their posted 11.2¢ kerosine and 10.2¢ 
No. 2 fuel prices, some sellers started offering “0.5¢ off.” 

Distillate price declines were not general, however. At 
New York harbor, one major marketer reduced his con- 
tract cargo delivered price from 9.3¢ to 9¢, while several 
other majors held at 9.3¢. And it was reported that eastern 
cargo buyers of No. 2 fuel were cancelling orders for 
delivered 9.3¢ oil and buying delivered 9¢ oil—and this 
swing-Over amounted in one week to well over 250,000 
bbls. 

In the Chicago district, sales of No. 2 fuel at “0.25 off” 
were reported. At Mid-Continent shipping points, “dis- 
counts” of 1¢ on No. 1 fuel and 1.25¢ on No. 2 fuel 
were indicated for spot tank car shipment. 

Midwest Heavy Fuels Weak—No. 6 fuel prices were 
weak in some areas. In the Midwest, heavy fuel was 
feeling the effects of relatively low steel mill operations. 
On the East Coast, competition from lower-priced coal 
was noticeable. 


In the Midwest, where No. 6 fuel was quoted at $1.20 
per bbl., Group 3 basis, some reports said that material 
could be found “down to $1.00.” 


Prices for No.6 fuel eased off to $2.15 bbl. for spot 
barge lots at New York harbor, but bounced back to $2.15 
when the supplier who reduced said he had sold himself 
out of product. Bunker oil orders have fallen off at sev- 
eral points, eastern suppliers said, and some blamed the 
decline on “low-price” coal. Prices for soft coal on a Btu. 
basis reportedly were from 10¢ to 11¢ per bbl. (of No. 6) 
lower at New York. At Philadelphia, oil sources said coal 
had a “distinct advantage” from a price standpoint. 


Retail Price Cutting Increases—While there were no gen- 
eral reductions in gasoline tank wagon prices, suppliers 
said that “a considerable portion” of their sales to retail 
outlets were at “sub-normal” prices. Details of price wars 
follow. Prices are exclusive of state and federal taxes, 
amount of which is shown in parentheses. 

Buffalo, N. Y. (6¢)—Tank wagon prices on the outskirts 
of the city slipped 1¢ gal., from 16.2¢ to 15.2¢. “War” 
broke out when a large private brand started offering retail 
gasoline at “4¢ off.” 


Dallas-Ft. Worth, Tex. (6¢)—Private brand stations cut 
prices to as low as 10.9¢, which compared to “average” 
price at outlets handling major brands of 19.5¢. “Top- 
heavy” refinery stocks started the cutting, sources said. 

New Jersey (5¢)—Main-highway retail prices continue 
generally at 16.9¢, which compares with “normal” 20.9¢. 
Tank wagon prices, however, have held at 15.2¢. 

Portland, Me. (8¢)—Prices at many stations have fallen 
to “S¢ off,” with major brand dealers posting 15.9¢ and 
16.9¢. “Normal” is 21.9¢. 


Providence, R. I. (6¢)—Retail prices fell to as low as 
11.9¢ and tank wagon down to 11.4¢. On March 11, how- 
ever, One company advanced its tank wagon back to 15.5¢. 
“Normal” tank wagon is 15.8¢. 

Wilkes Barre, Pa. (7¢)—Suppliers in Wyoming Valley 
generally advanced their tank wagon prices from 13.4¢ to 
15.4¢. Retail prices, on other hand, continued to range 
from 4¢ to 6¢ “below normal.” Many outlets selling major 
brands still offered regular-grade at 14.9¢. 
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Gulf Coast 


Gasoline Prices In Sharp Break 


One of the sharpest price breaks in recent years featured 
Gulf cargo market for gasoline the past week. Trade 
sources estimated that upwards of 25 cargo lots of gaso- 
line were open for early sale, and some sources said this 
was a “conservative” figure. 

Prices for regular-grades of gasoline, following reduc- 
tions by several refiners, were off 1¢ generally, with 87 
oct. material off€red at 9.5¢, and 83 oct. at 9.25¢. 


Low octane gasoline generally were offered at prices 
ranging upward from 9¢ per gal., down 1¢ for 79 oct., 
and 0.75¢ for 70-72 oct. leaded. 

Along with the drop in regular gasoline prices, JP-4 
fuel oil quotations also slipped—by 0.25¢—to a new 
low quotation of 9.5¢. 

Conditions surrounding cargo trading were described 
as “chaotic.” Not only was gasoline in acute surplus, but 
No. 2 fuel was offered freely for late March loading. 
On the one hand, trade sources said that No. 2 fuel prices 
—generally 8.5¢—were weakened by prevailing 9¢ de- 
livered contract cargo prices at New York. Others, how- 
ever, took exception to this, saying that reduced runs 
to offset the gasoline surplus would mean an eventual 
tight position on distillates. 

On one score, most trade sources were in agreement— 
considering current gasoline demand, too much crude 
oil was being run at refineries. The gasoline yield, some 
added, is “much too high.” 


Atlantic Coast 


Terminal Markets Generally Unsettled 


A general state of uneasiness pervaded eastern terminal 
markets the past week, with prices in a downtrend. New 
York harbor distillate prices slipped 0.25¢, and “discounts” 
on these oils were increased at Boston. Bunker fuel prices 
“broke” temporarily, and gasoline was in surplus in most 
districts. 

Add to this a general weakening in the ocean freight 
market, plus the determination of some suppliers not to 
lose sales “at any cost,” and the total was a restive situ- 
ation all around. 


At New York harbor, prices for No. 2 fuel eased to 
9.7¢ tank cars and 9.4¢ barges in the wake of additional 
0.25¢ “discounts” granted by principal suppliers. Prices 
for kerosine were off 0.5¢ gal., to 10.7¢ and 10.4¢ for tank 
car and barge shipment, respectively. 

At New York harbor also, one supplier cut his No. 6 
fuel barge price to $2.15 per bbl., down 10¢, but later 
advanced back to the generally quoted $2.25. 

At Boston, where suppliers for most part were grant- 
ing 0.25¢ “discount” on transport sales of heating oils, 
one large seller offered “O.5¢ off.” 

While no general price moves on gasoline were re- 
ported, suppliers pointed out that their marketing terri- 
tories were “alive” with retail price wars, some adding 
that a sizeable percentage of their sales to service stations 
already were at “depressed” levels. 

Commenting on the general unsettlement of oil mar- 
kets, one major declared that his only immediate ob- 
jective was not to lose sales. Judged by the competitive 
nature of the current market, this supplier was not alone. 
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Chicago District 


Suppliers Watch Gasoline, Residuals 


Sagging Mid-Continent heavy fuel market and full cent 
drop in Gulf Coast regular-grade gasoline prices, had local 
suppliers “evaluating” these developments in relationship 
to the Chicago District. They reported no price changes, 
however, in the second week of March. 

Quick figuring by some trade sources after the 1¢ cut in 
Gulf Coast 83 oct. regular gasoline prices, pointed to selling 
price of approximately 10.5¢, FOB local river terminals, 
they said, as against current range of general quotations of 
12.25 to 13.35¢, FOB Chicago District. 

Rapidly sagging Mid-Continent heavy fuel market had 
large suppliers keeping a “competitive eye” on tank car 
offerings. While local inventories continued in balance, one 
large supplier said there was “no sense in having customers 
drown in a flood of cheap ‘outside’ fuel.” 


Midwestern (Chicago-E. St. Louis Area) 


Residuals Sag; Gasoline Unsettled 


Refiners’ prices for heavy fuel dipped 10¢ in the Mid- 
west last week, while a big question mark hung over gaso- 
line prices. In some cases, light fuels also were subject to 
“depression talk,” but demand remained good at most 
northern pipe line terminals. 

Prices for No. 6 fuel were down 10¢ on the low and 
ranged from $1.20 to $1.40, Group 3. Tank car marketers’ 
offerings of No. 6 ranged from $1.10 generally, but in one 
instance, marketer said he had been offered high-sulfur No. 
6 by another resale agent at $1.05. Meanwhile, several 
sources said inter-supplier offerings of No. 6 in large lots 
had been made at $1. 

Following 1¢ reduction in regular-grade gasoline at the 
Gulf, several sources pointed out that river gasoline was 
“out of adjustment,” but what course prices would follow 
in upper Midwest states was a big question. One refiner 
“doubted” Group 3 quotations would “hold out for one 
week” against sharply reduced barge gasoline. A large re- 
finer said lower prices would work their way upriver, but 
effect would be limited to unbranded operations. 


Mid-Continent 
Fuel Oil Prices Weak 


Burning oils remained relatively firm at northern pipe 
line terminals the past week, but otherwise, Mid-Continent 
trade sources reported weak prices for all products—includ- 
ing distillates—at the tank car level. Open market trading 
was at virtual standstill due to lack of buying interest. 

Several refiners reported reducing their residual fuel 
quotations, and as result, prices ranged 10¢ lower in Okla- 
homa and Arkansas. At end of week, No. 6 in Oklahoma 
was quoted to the trade at $1.20 and up, with resellers 
reportedly able to buy as low as $1.00, Group 3 basis, 
for resale. In Arkansas, No. 4 was priced at $2.05, No. 5 
at $1.85 and No. 6 at $1.70. 

Although there was considerable talk of negotiations 
between Gulf Coast buyers and Mid-Continent refiners, 
reports could not be confirmed that new residual sales had 
been made to coastal buyers. 

The burning oil picture was bright at northern pipe line 
terminals, but dim at the refinery level. Most northern 
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OIL MARKETS 





Summary of Gasoline 


Prices (Mar. 9 through Mar. 15) 





Monday 
March 15 


13 .25-14.25 
13.5 
13 .5-13.75 


Motor Gasoline 93 Oct. (Premium): 
N. Tex. (Texas & New Mex. shpt.)........ 
W. Tex. (Texas & New Mex. shpt.)........... 
Wis SOs CHOU BON os ede ce sds ccccecccss 
Motor Gasoline 99 Oct. (Premium): 
Okla., Group 3 (Okla. shpt.)............ ee 
Okla., Group 2 (Northern shpt.).............. 
Midwestern (Group 8 bas 
N. Tex. (Texas & New Mex. shpt.)........... 
W. Tex. (Texas & New Mex. shpt.)........... 
ie es CEE Rs nn ddedbeescavveuscs 


om - Fs 3875 
i te 13 
x12.65-12.75 

(218-13 .25 
13(2) 


Friday 
March 12 


13 25-14 .25 

13 6 

18 .5-13.75 
(4)12 25-13 .375 

11.75-13 

11.75-13 


12 75/2) 


(2)13-13 .25 
13 


(2) 


Cent. W. Tex. (Truck Tnsp.)........ Givaka 13 13 


Motor Gasoline 84 Oct. (Regular): 
.. Group 8 (Okla. shpt.)........ 
, Group 8 (Northern shpt.)..... 
Midwestern (Group 8 basis) 
N. Tex. (Texas & New Mex. shpt.). . 
W. Tex. (Texas & New Mex. shpt.)........... 
E, Tex. (Truck Tnsp.) awetice 
Motor Gasoline 82 Oct. (Regular): 
N. Tex. (Texas & New Mex. shpt.).. 
Wie WU, CHU WIN. 5 dc nc ccdece : 
Cent. W. Tex. (Truck Tnsp.)......... 
Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt.).......... 
Okla., 
Midwestern oy Ay 
N. Tex. (Texas & New Mex. shpt.).... 
W. Tex. (Texas & New Mex. shpt.).... 
Be. Dom, CHvmekt Tea). c cvccccscecscs 
Motor Gasoline 92 Oct. (Premium): 
New York harbor 
New York harbor, barges..... 
Philadelphia 
Baltimore 
Motor Gasoline 86 Oct. Suageearis 
New York harbor 13 .45-14.3 
New York harbor, barges. . 12-14.2 
Philadelphia (3)13 
Philadelphia, barges ; = afl 13 .8( 
Baltimore 12. 
12. 15-12. 8 


(5)11.25-11.375(8) 
10. 75-11 .375(2) 
10.75-11 


Motor Gasoline: 

Western Penna., Bradford-Warren: 
92 Oct. (Prem.) , 15 .5~16 .65 
86 Oct. (Regular) noatnn eer 14.15(2) 

Western Penna., Oil City: 

92 Oct. (Prem.) dou — 14.75-15 .25 
7 eS 13 .75-14.15 

Western Penna., waaenip 
92 Oct. (Prem.). ; 

86 Oct. (Regular)... 


15.5 
13.75 


375 10. 
11.5-12.7 11.5-12.7 
11.5-12 .25 11 
11.5-12.25 ll 


11.5-12.25 11. 
11.5-12 11.5-12 
11.5 11.5 


(6 1 1.25-11.375(3 


10.75-11.3 37612) 


75-11 * es 


.5-12.25 
.5-12 .25 


5-12.25 


....  10.25-10.625(8) 10 .25-10 .625 (3) 

Group 3 none saut. a tS ; ; 10 .25-10 .625 
es 10 .25-10 .625 

(2)10 75-11 7 


1.25-11 


1 
(2)11-11. 126° 

16.3 

15.4 
(2)16 .4-16 .6 

15.4-16.1 


18 .45-14.3 
2 


12.75-12.8 
15 .15-16 .65 
14.15(2) 


14.75-15 .25 
18 .75-14 .15 


15.5 
18.75 


Thursday 
March 11 
13 .25-14.25 


13.5 

18 5-13.75 
(4)12 .25-18 .875 

11.75-13 

11.75-13 


12.75(2) 
bal 7 —13 .25 
13(2) 


13 


(5)11 .25-11 .875(3) 
10. 75-11 .375(2) 
10 .75-11 .375 
11.5-12.7 
11.5-12.25 
11.6-12.25 


11.5-12.25 
11.5-12 
11.5 


10 .25-10 €25(38) 
10 25-10 .€25 
10 25-10 625 


(2)11-11.125 
16.3 
15.4 

(2)16 .4-16.6 
15.4-16.1 
18.45-14.8 
12-14 

(8)13 .9- iis 
13 .8(2) 


12.7-14.1 
12.75-12.8 


15.15-16 .65 
14.15(2) 


14.75-15 .25 
13.75-14.15 


15.5 
13.75 


Wednesday 
Macrh 10 


18 .25-14.25 

13.5 

13 .5-18.75 
(4)12 .25-13 .375 

11.75-13 


11.75-138 

12.75(2) 
(2)13-18 .25 

13(2) 

13 


(5)11 25-11 .375 (8) 
10 .75-11 .375(2) 
10 .75-11 .375 


11.5-12.25 


11.5-12 25 
11.75-12 
11.5 


10 .25-10 .625(3) 

10 25-10 €25 

10 25-10 .625 
(2)10 75-11 .8 

11 .25-11.5 
(2)11-11 .125 


34 


5.4 
aie. 4-16 .6 
4-16.1 


13 .45-14.3 
12-14 2 
(3)13 .9-14.6 
13 .8(2) 


12.7-14.1 
12.75-12.8 


15 .15-16 .65 
14.15(2) 


14.75-15 .25 
13 .75-14.15 


15.5 
13.75 


Tuesday 
March 9 


13 .25-14.25 

13.5 

18 .5-13 .75 
ons. = .3. 875 


i ce 13 
se) 
ys: 13.25 
13(2) 
13 


(5)11 25-11 .875G) 
10 75-11 375(2) 
10.75-11 375 
11 .5-12.7 
11 5-12.25 
11 .5-12.25 


(2)11-11.125 
16.3 
15.4 
(2)16 .4-16.6 
15 .4-16.1 


12.75-12.8 


15 .15-16 .65 
14.15(2) 


14.75-15 .25 
13.75-14.15 


15.5 
13.75 





terminals are in good shape on stocks, refiners said, while 
distillates were offered in tank car lots for shipment north 
t “O.75¢ under published prices,” according to marketers. 
Most refiners, however, say they expect to be “out” of 
distillates by time season has ended. 

Some refiners expressed fear that low prices (9.5¢ for 
87 oct. Research) quoted for gasoline at Gulf Coast would 
spread to interior. Oklahoma refiner said he didn’t see how 
“we can get 11¢ for regular-grade here when it is that cheap 
at the Gulf.” Also, while most refiners said demand was 
picking up, others added that top-heavy supplies are still 
“hanging over the market.” 


Central Michigan 


Demand for light fuels was steady and responded quickly 
to any drop in temperatures. This indicated, refiners said, 
that secondary storage was well depleted and jobbers were 
operating virtually on day-to-day basis. 


Western Penna. 


Lube Oils Weak. Wax Firmer 


Persistent weakness in prices for virtually 
lubricating oils was reported from Western Penna. 
past week and open market trading was 


quiet,” according to most refiners. 


products were unchanged, however. 
Several refiners reported fairly good movement for light 


all base 
the 


“exceptionally 


Quotations for all 


were 


High Gasoline Stocks Bring Easiness 


Mounting stocks of gasoline brought a degree of easiness 
to spot prices where buyers could take immediate delivery, 
according to Central Michigan refiners the second week of 
March. Demand for light fuels was seasonal. Heavy fuels 
were firmest product in refined oil list. Refiners’ quotations 
were unchanged for all products. 

Easiness in spot gasoline caused by high stocks was seen 
by several refiners as being dispelled by reduced crude runs 
and opening of navigation season in a few weeks. Refiners 
said current price “concessions” were being made only when 
loss of a regular customer’s business was threatened. 
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fuels, and gasoline shipments against contracts 
steady. Wax continued in tight supply with prices de- 
scribed as “very firm.” 

Price weakness in lube oils continued to be of prime 
concern to number of refiners. Demand has shown ‘no 
appreciable pickup as result of lower prices reached re- 
cently. Some reports the past week said low reported 
quotations for bright stock and some grades of cylinder 
oils were being shaded 1¢ to 2¢. Confirmation of sales 
at lower prices was lacking, however. 

Several refiners said steady domestic demand for crude 
scale wax was taking most of current production, and 
some suppliers were offering little in open market. 
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IPAA Crude-Products Spreads Narrow 


Spread between crude oil and refined products price 
averages declined 2 to 3¢ bbl. in February, to $1.02 bbl. 
for nine refinery markets and eight crude producing areas 
including California, and $0.86 for eight refinery mar- 
kets and seven crude producing areas excluding Cali- 
fornia, according to Independent Petroleum Assn. of 
America compilation. 

Increases in kerosine and light fuel averages, January 
to February, were insufficient to offset declines in gasoline 
and heavy fuel. Crude price averages were unchanged. 

Compared with February last year, crude-products spread 
east of California was same, $0.86 bbl., while including 
California this year’s $1.02 spread compares with $0.98 
year ago. 

IPAA’s averages for February and January 1954, and 
February 1953, compare as follows: 


Table I—California Included 


Refined products in 9 February January February 
Refinery Markets: 1954 1954 1953 
Motor Gasoline (¢ gal.) 11.95 12.09 
Kerosine (¢ gal.) 10.58 10.37 
Light Fuel (¢ gal.) 9.20 9.03 
Heavy Fuel (¢ gal.) 4.22 4.25 
Average above 4 products: 
Cents per gal. 9. 
Dollars per bbl. 3. 
Crude Pet. in 8 areas 
($ bbl.) 2.82 2.82 


15 9.19 
84 3.8 


Table Il—California Excluded 


Refined products in 8 February January February 
Refinery markets: 1954 1954 1953 
Motor Gasoline (¢ gal.) 11.66 11.84 11.29 
Kerosine (¢ gal.) 9.77 9.52 9.36 
Light Fuel (¢ gal.) 8.88 8.66 8.31 
Heavy Fuel (¢ gal.) 4.20 4.24 3.17 
Average above 4 products 
Cents per gal. 8.91 8.97 8.31 
Dollars per bbl. 3.74 3.77 3.49 
Crude Pet. in 7 areas 
($ bbl.) 2.88 2.88 2.63 


Notes & Explanatory Remarks 


All prices based on low quotations from National Pe- 
troleum News. 

Government subsidy payments and charges collected 
and paid to transportation pool during war period excluded. 

IPAA’s figures on wholesale prices of crude petroleum 
and principal products show trend in oil prices. They 
were prepared to provide a “price index” similar to but 
more comprehensive and informative than data published 
by U. S. Bureau of Labor Statistics. Average prices should 
not be interpreted as showing the actual realization for 
producers or refiners during a particular period. The dif- 
ference between crude and product prices reflects com- 





Crude Oil Prices 


No changes reported in crude oil prices in 
week ended March 13. For complete crude price 
schedules, see Feb. 24 NPN, P. 56-57. 
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NPN Gasoline Index 


(cents per gal.) 
Dealer T.W. Tank Car 
March 15 ; ‘ 16.09* 12.38 
Month Ago : 16.17 12.39 
Year Ago ‘ 15.36 11.78 

Dealer index is an average of dealer tank wagon price 
ex tax in SO cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 
*Corrected Mar. 8. Dealer Index: 16.02. 











parative changes in these prices, but is not a measure of 
refinery profits which involve transportation and refining 
costs as well as changes in refinery yields. 

Individual products prices weighted as follows: 


Table I Table Il 

(per cent) (per cent) 
Oklahoma 16.0 20.0 
Midwestern Group 3 20.0 25.0 
Western Penna. 5.6 7.0 
New York harbor 10.4 13.0 
Philadelphia 3. 4.0 
Jacksonville F 2.0 
Boston : 2.0 
Gulf Coast ‘ 27.0 
Los Angeles 


Four products averages weighted as follows: 


Gasoline 50.0 
Kerosine 5.0 
Light Fuel 15.0 
Heavy Fuel 30.0 
Crude prices weighted as follows: 
Penn Grade 1.6 
Illinois Basis 4.0 
Oklahoma-Kansas 26.4 
N. Louisiana-Arkansas 4.0 
East Texas 8.0 
W. Texas-N. Mexico 12.0 
Gulf Coast 24.0 
Signal Hill (Calif.) 20.0 


LP-Gas Prices Firm at Lower Levels 


Prices for liquefied petroleum gases generally have 
settled lower in the Mid-Continent following recent de- 
clines in coastal areas. Several large producers who 
formerly quoted 4¢, Group 3, for propane were offering 
the past week at 3¢ gal. 

Product was plentiful at 3¢, most trade sources said, 
but added that prices appeared to have firmed up at the 
lower level. While some said they believed the drop in 
Mid-Continent propane prices was “premature,” at the 
same time “undercutting” of quoted prices which had 
been prevalent had disappeared. 

Other LPG reports showed that Gulf Coast sales gen- 
erally were at prices ranging from 3¢ to 3.5¢ for propane, 
“about 3¢” for both propane and butane in East Texas, 
and “slightly higher” for both products at certain Louisi- 
ana shipping points. 

“There is no price in West Texas,” with product in that 
area continuing in distress, several trade sources declared. 
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in effect March 15 at Refineries and Terminals 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 


90 Oct. Prem Sit ge-ai 37 
84 Oct. Reg -.. (6)11.26-11 ore) 
60 Oct. M4 & below.. ewe 10 .25-10.625(3 


Okla., Group 3 (Northern shpt.) 


11.75-18 
10.75-11.375(2) 
10.25-10 .625 


11.75-18 
10.75-11.875 
10 .25-10 .625 


60 Oct. M t ‘below. 
N. TEX. (Texas & New Mex. rocco 
93 Oct. 18 .25-14.25 


90 Oct. x12. 625-19 15 
84 Oct. Oh. dedes are 11.5-12.7 
82 Oct. 


Reg 11.5-12.25 
60 Oct. (2)10.75-11.8 
W. TEX. (Texas & New Mex. shpt.) 


13.5 
@ys- 13 .25 

11.5-12 .25 

11.25-11.5 


E. TEX. (Truck transport lots) 


11.5-12 
. (2)11-11.125 


CENT. W. TEX. (Truck transport lots) 


12-13 


Oct. Reg. 12 
60 Oct MS & below... 10.25-11.25 
WESTERN PENNA. 
Bradford-Warren: 


15.15-16 .65 
14.15(2) 


Oil City: 


92 Oct. Prem.. . 


14.75-15 .25 
86 Oct. Reg.. 


13 .75-14,15 


Pittsburgh: 


92 Oct. Prem... .. 
86 Oct. Reg.... 


Ohio—Quotations of S.0. Ohio for delivery to 
Ohio points: 


86 Oct. Reg........ jing 14.3 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


92 Oct. Prem (3)14.5-14.75(8) 
86 Oct. Reg....... -.. (8)18.56-18.75(2) 
82 Oct. Reg ‘ 13.25 


Prices herewith are reproduced from Platt’s OILGRAM Deity Oil 
Price Service, associated with National Petroleum News, whose _« 
resentatives in all NPN-OILGRAM offices devote their time exclusively 


to reporting oil industry prices everywhere. 


CALIFORNIA 
Los Angeles Dist.: 


San Francisco Dist.: 


17.85-18 .6 


80 Oct. Reg. 15 .85-16.1 


San Joaquin Valley Dist.: 
90 Oct. Prem 


17 .85-18 .6 
80 Oct. Reg.... 


15 .85-16.1 


Kerosine, Gas & Fuel Oils 
OKLA., Group 3 (Okla. shpt.) 


OBE Wc kbc vecssccece 9.125-9.75 
58 & apere D.1. Diesel... . 


x$1.20-1.80 


OKLA., Group 3 (Northern shpt.) 

42-44 *. “4 hecbwhisitesewea (5)9 . 125-9 .5(3) 
Range 8.87 8H 

58 & Fabove D.I. Diesel . G 8 .625- 


MIDWESTERN (Group 3 basis) 
41-43 w.w......... - (8)9.125-9.375 


e 
58 & above D.I. Diesel . 


No. 6 fuel * 1 (2)$1. ot. 15 


W. TEX. (Texas & New Mex. shpt.) 


9.25-10.75 
9 .25-10.25 


)9 .25-9.5 
: $1.65-1.90 


E. TEX. mi ‘ruck transport lots) 


9. s*. $.78@) 
$8 e above D.I. Diesel . 8. Pt 15 
No. 1 fue’ (2)9-10 .25 
(3)$1.50-1.70 


No. 6 fuel 


ate on TEX. (Truck transport lots) 
42-4 

58 ry above D.I. Diesel. 

No. 2 fuel 

No. 6 fuel 


42-44 WLW... eee n eens 
52 & below D.I. Diesel... . 
58 & above D.I. Diesel... . 
No. 1 fuel.. 
No. 2 fuel.. 
No. 5 fuel.. 


No. 6 fuel x$1.35-1.75 


ARK. (For shipment to Ark. &'La.) 
42-44 wew......... POveT TT 

Tractor fuel 

52 & below D.I. Diesel... . 

58 & above D.I. Diesel... . 


WESTERN PENNA. 
Bradford-Warren: 


. (2)11.45-11.55 
11.25(2) 
(2)10 .95-11.05 
10 .95-11 .05 
10.5-10.85 


fuel 
36-40 gravity fuel. . 
Oil City: 
11.5-12.05 
10.75 
10.9-11.25 
10.6-11.05 
e 10.6 
36-40 gravity fuel.... 


Pittsburgh: 


36-40 auntie fuel... 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries. ) 


oe a eel 
46-49 w.w. kero 2. 
z Me ae 


OHITO— Quotations of 8.0. Ohio for deliveryito 
Ohio points: 


Diceel “Light & Med.)..... 


CALIFORNIA 
San Joaquin Valley Dist.: 
40-43 w.w. 


13.7-14.8 
14.3-14.8 


Stove dist. (PS 1 18.7-14.8 
Los —* Dist.: 


40-43 w . (2)13.8-14.3 
Heavy fuel (BS 460)... .80-2.10 
Light fuel (PS 300).... . $2.25-2.30(8) 
Diesel fuel (PS 2 . 10.25-13 .2 
Stove dist. (PS 100 10.5-14.7 


Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
originate in any ~Mid-Continent manufacturing 
district.) 


FOB GROUP 3 
Grade 26-70 


FOR BRECKENRIDGE 
Grade 26-70..................4.5 (Quotations) 


(Quotations) 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, 
posting of firm prices but give OJLG 


withhold potations to new customers or the 
the prices they otherwise 


Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and b 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents _ pound, ex all fees and taxes; 
for crude oil and its Bias y) lawful produced and transported; re- 
ported as received by OJILGRAM and National Petroleum News but not 
guaranteed; for AR private use only and not for resale or 


60 





would quote to the trade in general a which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
gations, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN-OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OILGRAM 
publishing office, New York, Chicago and_ Houston, address Pilatt’s 
OILGRAM Price coiey, 330 W. 42nd St., New York 36, N. Y. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 
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Naphthas ~ Solvents Bright Stock—Conventional Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t. 








2 D: - 100 vie poeanes onveeehesea nee 5160 
1 Miiintaketcsecscs Ge .” “ ,.. QP Wsassccoscanesocone x 15.7518) 
(FOB Group 8) 160-160 vis. D: DERM ia rescore. cacnns x(2)15 .5-16 .25(8)x 
Stoddard solvent......... 12 .875(3) C!S 19(2) GED Giccccccccsccvcoces (4)17-17 .5x 
Cleaners naphtha........ 12.875(2) 10-25 P.pe.. se. eee eeeees 18.5 
bE. alow § = ers 12 e7614) ey + 8 SOUTH TEXAS LUBES 
ineral epirits............ 11. ( DPrccccccccsesoces “* > a 
Rubber solvent........... 12.875(8) Ae ay Rey! refineries for do 
Lacquer diluent........... (2)13 .125-18 .875 Bright Stock—Solvent wee = P . 
Benzol diluent........... (2)14 .125-14 .626 150-160 vis. 0-10 p.p., canis PALE OILS: 
qupeunaems = = i reer om Vis. Color 
Oil City: Neutral Oile—Solvent (95 v.i.) = 2 -2}..... : ‘ aes ye 
Stoddard solvent... 16 ES ae (2)16-16 .5(3) 300 2-8.............. (4)13.5-14.5(2) 
800-210 vie..........0000- (2)16 .25-16 .75(3) 500 234-8346... |. (4)14.5-15 .25(2) 
Pittsburgh: BOO Vib... ccccccccccccces (2)16 .75-17 .25(2) 150 ° tee  Sagipeebaiene (4)15 5-15 .75(2) 
Stoddard solvent. . : 16(3) 1200 Pet esse cabecs 16 .25(6) 
Cylinder Stocks 2000 Gasecas aa 17(6) 
Seis of S.O. Ohio for delivery Ohio 600 s.r., clive green........ 15.6 RED OILS: 
V.M.&P. napbtha........ 18.0 GULF COAST—Solvent Refined Lubes. Vis. Color 
Mineral spirits & stoddard From Mid-Continent grade crude. Prices FOB ship 100 = B-6....... (8)11-12 .25(2) 
solvent... ......seeeees 17.0 at Gulf for export. 200 «B-6........ (4)12 5-13 .75 (2) 
Rubber solvent........... 15 .8675 300 * | eS peRRY (413 ss SG) 
° 500 P"Bisscoscoccce (4)14.5- ) 
E. TEXAS (Truck Trnspt. lots) Bright Stock—Vis. at 210 ore (4)15 5-16.75) 
Stoddard sol bsceteaees ' as =~ tap 0-10 pour test, 1200 a eee 
-” ast ee || uit adapee pve x(2)18 .25-22.5 2000 PPE 17(6) 
CENT. W. TEX. (Truck Trnspt. lot«) 
Stoddard solvent.......... 11.5 
KANSAS (For Kans., Dest'n. only) | 
Stoddard solvent......... 12.5 
ATLANTIC COAST 
V.M.&P. Mineral 
Naphthea Spirits 
New York Harbor. 18(4) 17(6) 
Philadelphia... .. 17.6(4) 16 .5(5) 
Baltimore... .. ; kwh 16 .6(8) 
ae 18 .5(4) 17 .6(6) 
Providence... : 17 .6(6) ned. 
174 Green Street 
by SCULLY SIGNAL COMPANY eircse 76, Mass. 





Petrolatums Conadion Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontorio 


WESTERN PENNA. 
(Bbis., carloads; tank car, 1 3. 5c less) 
1 








Snow white.............. 7.125-7 .75 
Lily white. 00022202000 cost 2 | 
iS oft yellow steerscececnes Guanes Marketer of Petroleum Products 
DOM ccccccccccces 6 .25-5.5 | 
ec gaphtnlagn 3 pac £765 .875 | NEW ENGLAND PETROLEUM CORPORATION 
| 
Lubricating Oils on oe 











WESTERN PENNA, 


Prices are for sales made, or offers reliably re- 


ported, to jobbers & pounders only. 








Viscous Neutrals—No. 8 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 


Dione xencivinittves 22.5 vai 

tary Oo ecceccesccscccecs seis) 2.2. 

160 Vis. (iad st 106%) 400-405 0. COMPETITION GETS 
chain nee win bedanet 

We er. TOUGH .. . that’s when United's policy of pro- 


Bright Stocks 


tection fecal means something to the 
145-155 vis. at 210°, 7%40- mode’ so 8 col. 


eit cee ee Jobber and Marketer. That's when it means 

SS Phos ccc vcceecs eee (3)16-17 .5 : ‘ 
something to have built your brand on the 

Cylinder Stocks : NIT ED’ 10 Dp 

600 s.r. filter a bl.......... (2)12-18.5 avin ale tts of U =D's 100% Pure 

$50 aon. Redackonens 2)18-15.5 unsurpassed quality of | " 

ee reercosoveseces 14.5- . 
Woeihes scseceesanss esis) Pennsylvania Lubricants. Why wait late. 


ge sg ENT LUBES 


FOB Isa basis, for domestic shipment only 
Bright Socks vis. at 210° Neutrals, vis. at 100°, 
P- Pp. 


out today how UNITED can help YOU 


Write, Wire or Phone for Information 
Neutral Oile—Conventional 
Pale Oils Col. 











Ove  %......... 12 15 

-llevwe §.......... 18 

150 vis. 3 13.75 

180 vis. 14 

200 vis. 14.25 

280 vie. 14-75 ‘ UNITED REFINING COMPANY, WARREN, PA. 
800 vis. 15 
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PRICES in effect Mar. 15 at Refineries and Terminals—Cont. 


LPG Prices 


(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 


Commercial 


District 
N. Y. Harbor.... 


Industrial 
Pro 


pane pane 


Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 


92 Oct. 


ez. 


Kerosine 


District : G Gasoli 


8 
7.75(3)x N. Y. Harbor. . 13 .45-14.3 
8-3 .5x do barges... . 12-14.2 


x7 Albany 


No. 1 Fuel (~) 
(3)10.7-11(16) 


No. 2 Fuel (*) 
(3)9 .7-10(15) 





Philadelphia 
If C ; 


WESTERN PENNA. (T.C., in Bulk) 


White Crude Scale: 
122-124 A.m.p.. 
124-126 A.m.p. 


5(4) 
5(4) 


SEABOARD 


Meltine points are AMP. 3° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; scale in bags or bbls. ; 
fully refined, slabs loose. Export Prices are 
FAS; scale in bags or bbls., fully refined in 


Baltimore... 
do barges 


12.7-14.1 


12.6 
12.75-12.8 


(3)10.4-10.9(15) 
11.3(9) 


(3)9 .4-9 .9(16) 
10.3(11 


) 
10(11) 
9.9(4) 





Baton Rouge... 
do barges... . 
Boston....... 
Charleston 
Corvus Christi. 


.8-17(2) 
.6-15 .25(2) 
$.5(2) 


pecans 11.8 


13.5-14.5(6) 13.5 
12.6-13 25 oh 
11.5-12.5 


9 


(2)10.95-11.2(14) (2)9.95-10.2(14) 
11(5) 10.2(5) 





Houston 13 .25-14.25 
25-13 .5 
Jacksonville. . 
wiced s,s 
Mobile 


(2)12 .25-12.3 
(2)12-12.3 
4(7) 


3.4 
.1(8) 


10 .125-10 .25 
25-9 . 75 


9 .125-9 .25 
8 625-8 .75 
10.65(8) 


10.2(2) 





New Haven.. 
New Orleans. 
do barges. . 
Norfolk 
Pensacola. . 


.3(3) 
2.4 


3 
6-13.2 
.2(2) 


11.1(9) 
(3)10.3-10.4 


10.3 
11.05(7) 
11.1(2) 


10.1(11) 
9.4(3) 
8.7 
10.05 (6) 
10.2 





bags or cartons. 


Crude Seale: 


124-126 white. ... 


Fully Refined: 
128-5... . 
126-7.... 
128-30... 
130-82... 
138-5.... 
135-7.... 
188-40... 
148-5.... 
149-51... 


7 

8 

8 

Rg 

g 

8 .55(3) 
a 


N.Y. Domestic N.Y. Export 
(2)6.6 (2)6 .5-6.6(2) 


'8.25-8.45(2) 


Chicago District Prices 


Prices to jobbers & distributors in tank car 


and/or truck transport lots 


FOB refineries, 


pipe line terminals and inland waterway barge 


terminals. 


Motor Gasoline 


90 Oct. Prem... .. 


84 Oct. Reg.... 
Light Fuel Oils 
Range oil. . . 
No. 2 fuel 


Heavy Fuel Oils 


No. 5, low sulfur... 
No. 5, high sulfur. . 
No. 6, low sulfur...... 
No. 6, high sulfur... 


ee oy (2)13 .25-14 .85 
me (2)12.25-13 .35 


(3)10 875-11 .35 
10-10. 35x 


7.2 
xT-7 .55x 
(2)6 .4-6 .5(2) 
x6-6 55x 


Mexican Bunker Prices 
U. 8S. DOLLARS PER BBL. OF 159 LITERS 


Tampico. . 
Veracruz 
Minatitlan . 


Guaymas 
Manzanillo 
Salina Cruz 


Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 


$1.95 $3.75 

1.95 aan 

1.95 8.75 
Pacific Coast 

$2.60 $5. 

2.60 

2.60 


Pacific Coast 


(In Ships’ 
Bunkers, or 


Deep Tank Lots) 


San Pedro, Calif.. 


San Francisco... . 


Portland, Ore. 
Seattle, Wash... 


62 


$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


$1.80(5) 
1.85 (4) 
2.10(4) 
2.10(4) 


Philadelphia. 

o barges 
Pt. Everglades. 
Portland. 
Providence 


6(4) 
.5(5) 


11(10) 

10.9(9) 
11.8(5) 
11.3(9) 
11.2(9) 


10(10) 
9.9(5) 
10.65(3) 
10.3(9) 
10.2(9) 





Savannah. . 
Tampa.... 


.85(2) 


(2)13 1-13 .4(4) 
12.9-13 .3(5) 


12.4-13 .85 x12 .07(a) 


11.8(7) 
11.7(8) 


11(7) 


(a)This price correct for Mar. 1 and Mar. 8 also 


Gas House 
Gas Oils 
(*) 


N. Y. Harbor... 10.1 
SUD. cca opus 
Albany. 10.7 
Baltimore 10.1 
do barges. eens 


No. 4 Fuel 


(10)$8.22-3.78 $2.77 
(10)3 . 19-3 .68 2.74 
3.98 


Diesel Oil (*) 
No. 5 
Fuel 


10.4(8) 


oie 10.7(4) 
80 10.4(5) 
74 


Light Diesel 


4.29(4) 


10.65(7) 
10 .55(5) 


10.2(7) 


Shore Plants Ships’ Bunkers Heavy Diesel 
(50 ect., 55 d.i.) (45 cet., 45 d.i.) Ships’ Bunkers 


$3 .96(4) 





Baton Rouge... 9.4 
do barges ; 

Charleston... 

Corvus Christi.. 


42 

.89 ini 
.21(5) (3)10 .4-10.6(3) 
eee 10.3(2) 


3.49 


3.15 





Houston. . be 
do barges. ... 
Jacksonville 


Mohile 


60 ‘ 
vane 10 .65(6) 
10 .65(2) 


70-3 .74(5) 


473(5) 
.473(3) 
116 


3.49(5) 





New Haven 

New Orleans 
do barges 

Norfolk 


10.45 
Pensacola... cd he 


10 .5(4) 
42 9.7-98(2) 
39 ve 
15 10.45(4) 
10.2 


74(3) 


3.49(2) 
3.96(2) 





Philadelphia... . 
do barges 

Pt. Everglades.. 

Portland....... 

Providence 


10.1 


10.4(8) 


10.65(4) 
10.7(4) 
10.6(4) 


.99(6) 


3.21(3) 


473 (4) 


3 .96(4) 





Savannah. 

Tampa... 

Wilmington, 
a 


No. 6 Fuel 
No Sulfur 
Guarantee 


(5 )$2 .25-2 .28(8) 
.60 
25(6) 


N. Y. Harbor. 
Albany........ 
Baltimore...... 


nr 


2.80 10.65(5) 
cows 10.55(6) 


10.3(2) 


No. 6 Fuel 

No Sulfur 

Guarantee 
rges 


$2 .25(15) 


No. 6 Fuel 
M , 


(2)$2.35-2.43 
2.43 


473(5) 
429-4 .431(4) 
80(3) 


No. 6 Fuel 
Max. 1, % 
Sulfur 
Barges 


(2)$2.35-2. 40 
2.40 


n- 





Baton Rouge 
Boston. . 
Charleston 
Corpus Christi. 


98 
32(6) 
.82(2) 
98 


ne 


2.44 


95-2.10 





Houston 
Jacksonville 
Miami.. 
Mobile. . 


> 
— 


98-2 00 
21(6) 


-95(11) 

18(6) 

-15(3) 
00 





New Haven 
New Orleans 
Norfolk 
Pensacola 


bo Po] pO NO | 


27 

95(4) 
.23(5) 
30-2 .35 





23-2 .25(7) 
2.18(2) 
2.32(2) 
2.29(5) 


had 


Philadelphia... 
Pt. Everglades. 
Portland 
Providence 


20-2 .22(7) 
15(2) 


29 
26 (4) 


2.28-2 .30(3 


2.44-2.54 


2 .25-2 .27(3) 


2.41 


20-2 .22(6) 
15(3) 
9 


26 (3) 





Savannah 
Tampa. . 


2.23(5) 
2.15(4) 


20(4) 
13(4) 


DO PO} BORO HO NS] POND Nd] PO POND H| POND | PO 


.20(5) 
13(5) 


bo PO] PO PO PO NO] NO PO PO] PONS NO | = POO 
: = ‘ 


(*) At Atlantic Coast refineries and terminals south of Maryland, and at Tampa, prices of some 
sellers to bulk commercial consumers are 0.15¢c higher than prices shown above. 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbls., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each price 
indicates the number of companies quoting that price. 


Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels 


Grade 115/145., 19. 75(2) 41-43 w.w. Kerosine... . .9.5(2)-9.625(8)-9.75(2) 

Grade 100/130. . 18 .25(2) uf 

Grade 91/96. 17 25(2) No. 2 Fuel...... 8 .5(2)-8 .625(2)-8.75(4) 

- ty ° wanagiety 5624a) 

Grade JP4...... x9 .5-9.75(3) Diesel & Gas Oils 

Motor Ganctin 43-47 Diesel Index . .8.5(4)-8.75(2) 

Trem) 2 
12. 5-12.75(2)-13(2)-18.25(3)-13.75 48-2 Diesel Index 8.C25(6)}-6.16-6.500S) 
93 Oct. Premium...... mew 5(2)-12.75(2)-13 53-57 Diesel Index 8 .75(4)-9(2) 
90 Oct. Premium.......... 6(2)-12.25-12.375 


87 Oct. Regular.. x9 .5- io@)-10 5-11-11 .75(3)-12 


83 Oct. 

x9. 2s Gnd. b= 10 .25-10.5-10. 75-11 .25x 
79 Oct. host” 5-10- “10 375-10 .75x 
70-72 Oct. Leaded. . x8 .75-9-9.75-10-10 .5x 


Heavy Fuel—-Cargoes 
No. 5 Fuel, 0-10 p.t. 
Bunker “C” Fuel. . 


$2.60-$2.70 
$1 .85(8)-$1.90-$2.00 


Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 


Persian Gulf 


Crude Company Gravity Price Loading Port Effective Date 
Arabian Esso Export 36-36.9 $1.97 Ras Tanura, Saudi Arabia 7-27-53 
Aratian M. E. Crude Sales 34-34.9 1.93 Ras Tanura, Saudi Arabia 7-21-53 
Aral ian Soc.-Vac. Overseas Supply 36-36.9 1.97 Ras Tanura, Saudi Arabia 7-24-53 
Basrah Esso Export $6-36.9 1.92 Fao, Iraq 7-27-53 
Iraq Anglo-Iranian 36-36.9 1.92 Fao, Iraq 7-16 53 
Iraq Shell Petroleum 35-35 .9 1.90 Fao, Iraq 7-20-53 
Iraq Soc.-Vac. Overseas Supply 36-36.9 1.92 Fao, Iraq 7-24-53 
Kuwait Anglo-Iranian 31-31.9 1.72 Mina-al-Ahmadi, Kuwait 7-16-53 
Kuwait Gulf Exploration $1-31.9 1.72 Mina-al-Ahmadi, Kuwait 7-16-53 
Qatar Anglo-Iranian 40-40.9 2.08 Umm Said, Qatar 7 16 53 
Qatar Esso Export 36-36.9 2.00 Umm Said, Qatar 7-17-53 
Qatar Shell Petroleum 39-39.9 2.06 Umm Said, Qatar 7-20-53 
Qatar Soc.-Vac. Overseas Supply 39-39.9 2.06 Umm Said, Qatar 7-24-53 
Eastern Mediterranean 
Aratian Fseo Export 36-36.9 2.39 Sidon, Lebanon 7-17-53 
Arabian M. E. Crude Sales 34-34.9 2.35 Sidon, Lebanon 7-21-53 
Arabian Soc.-Vac. Overseas Supply 36-36.9 2.39 Sidon, Lebanon 7-24-53 
Iraq Anglo-Iranian 86-36.9 2.39 Tripoli, Lebanon /Banias, Syria 7-16-53 
Iraq Esso Export 36-36.9 2.3 Tripoli, Lebanon /Banias, Syria 7-17-63 
Iraq Shell Petroleum 36-36.9 2.39 Tripoli, Lebanon /Banias, Syria 7-20-53 
Iraq Soc.-Vac. Overseas Supply 36-36.9 2.39 Tripoli, Lebanon /Banias, Syria 7-24-53 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and /or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company’s requirements ; 
2c per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases made in fields, 
prices shown are basis for such purchases with deductions being made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less lc per bbl. 


Price Effretive 

Crude Gravity Api $/Barrel FOB Date 
Bachaquero. : 14-14.9 $1.76 Las Piedras or Amuay June 23, 1953 
Tia Juana Heavy. . "F 19-19.9 2.13 Amuay June 23, 1953 
Lagunillas Heavy i ; Flat 1.85 Las Piedras or Amuay Jan. 1, 1954 
Tia Juana Medium 26-26 .9 2.30 Amuay June 23, 1953 
Tia Juana 102 L.P. 26-26 .9 2.54 Amuay June 23, 1953 
Tia Juana L’ _. ee 30-30.9 2.53 Amuay June 23, 1953 
Mara....... ‘ ee aie 30-30.9 2.58 Las Piedras or Amuay June 23, 1953 
Cumarebo 48-48 .9 3.40 Tucupido June 23, 1953 
San Joaquin 42-42.9 3.06 Puerto La Cruz June 23, 1953 
Officina........ 32-32 .9 2.82 Puerto La Cruz June 23, 1953 
Mulata... 35-35 .9 2.88 Puerto La C4uz June 23, 1953 
Jusepin. . < 32-32.9 2.82 Puerto La Cruz June 23, 1953 
i + whcccedsedtdesne 2.25 Caripito June 23, 1953 
emblador.. . iukigaes 20-20 .9 2.30 Caripito June 23, 1953 
Pedernales.......... fed 20-20 .9 1.61 Capure (Pedernales) Jan. 1, 1954 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specifications 
MIL-F-5572, unless otherwise noted.) 


District Grade 100/130 Grade 91/96 Grade 80 
New York, N. Y. are 19 .6(2) 18.1(2) 17 .6(2 
Boston, Mass........ ‘ ‘ 19.7 18.2 17.7 
Baltimore, Md.... 19.6 18.1 17.6 
Norfolk, Va. bat : 19.6 18.1 17.6 
Charleston, S. C. 19.5 18 17.5 
New Orleans, La. (Baton Rouge : 18.5 17 16.5 
Houston, Texas 18.5 17 16.5 
Toledo, Ohio. . 19.15 17.65 17.65 
Lake Port Terminals 

Buffalo Cleveland Detroit Toledo 
92 Oct. Premium 17 
86 Oct. Regular 15.2 
Kerosine : 12.7(5) 11.85 11.7 
Diesel Fuels 11.95(3 11.75-12 .05 10.85 
No. 1 Fuel en 2)11.75-11.9(2 11.45-11.7 
No. 2 Fuel 11.45(4 cone (2)10.75-10.9(2 10 .45-10.7 
No. 5 Fuel.. 8 .65a “8.1(4) 2)7 .5-7.6 
No. 6 Fuel 8 .85(2) 8a 7.35(4) 7(3) 


(a) Delivered Cleveland. 
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_—? OIL REFINING — 


ti Ofte: Offices: am OP po 


Pittsburgh, Pa. . Texas City, Texas 














BARKOW PETROLEUM CO. 


Barrelling—Blending—Canning 
DOMESTIC and EXPORT 
Richmond—Secattile 
P. O. Box 335, Point Station 
RICHMOND, CALIF 





for 
TANK CAR BUYERS 


. 
Uniform High Quality 
DEEP ROCK OIL CORPORATION 


P.O. BOX 1051 PHONE 2-435! 
TULSA, OKLA 





a agtelaa Mote) ice) T Nile), 
INDEPENDENT MARKETERS 


Maine to South Carolina 
630 FIFTH AVENUE, NEW YORK 20, N.Y 





PATENT CHEMICALS 


Poterson 4, New Jersey 





This Is Your 
Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 
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PRICES in effect March 15—Tank Wagon 


Prices for gasoline do not include taxes; they do, however, include 
inspection fees as shown in next column. Gasoline iaxes, shown in separate 
column, include 2c federal, and state taxes; also city and county taxes 

Kerosine tank wagon prices also do not include 
taxes; kerosine taxes where levied are indicated in footnotes. Discounts, 
if any, are shown in footnotes. These prices in effect March 15, 1954, 
as posted by principal marketing companies at their headquarters’ ‘offices, 

ction. 


as indicated in footnotes. 


but subject to later corre 
Atlantic 
Atlantic ae 
Refining (Regular Grade) 
Cons. Dir. 


Taxes 


Willia: 18. 
Wilmington, 
Del 


Cc GB DB AMAAMAAnaQaa ADA 2 AAA44444 
‘ : . ‘6a 6 4 ¢ ¢ @ 8 6 a ® o¢ 66 4 43 6 uO 
ooo seeccocooooooso ofc SC O- oocooooSeSo 


mR Reema 
ak © & + ahranwoaanrreaea 22 &» BeCoRDHDOD 


Kerosine—Thru Pa. & Del., 
for t.w. deliveries of less than 


00 gals. at one 
time. Camden—Add 1c for deliveries of 100-299 
gals., 2c for less than 100 gals. 
setlineral Spirits prices also apply to Stoddard 
ven 
Effective dates: x March 1, "® March 4, 
* March 11. 


(N. B. Prices are Continental’s tank- 
selling prices 
because 


Cont’! wagon prices. Current 
Oil ef vary from those s 
f local conditions.) 


Muskogee, Okla... 
Oklshoma C\ Ow. 
‘ulsa ; 


Can 5 
COOWRORAERONOOCADMH 
- 
20 0 00 &© 00 G0 GO ~3 G0 G0 G0 G0 Oe G0 0 Ge GO 
AMNNONNOSCOSOOSSOSOSOSS 
Me wd MONS DMHDOWMNORS. 


Taxes: 

on tax column includes these city tax- 

: Albuquerque & Roswell, 0.5¢; Santa Fe, ic; 

Cheyenne le; Casper, lc. 
Discounts : 
Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-399 gals., deduct 0.5¢; 400 gals. 
and over, deduct Ic. 


Notes: 
T. W. prices are to consumers and dealers. 


Premium-grade gasoline t.w. prices 2.8¢ 
above regular. 
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Inspection fees per. 


Standard of ,, CHE y Bee et 


California sot ete T.T. line 


Taxes 


oo 





& 
wSWoMorannDaanwnn 
& i 0 ~200 00 00 00 00 ~3~3.00 00 00 
conooanammonsco 


asthe 
5. 


=r tt 
Go & Go 0 Go Go -3 
WAWOAH ARH HA DOD 


eeaab 


Boise—8c gas tax applies to motor fuel only; 
taxes are 2c federal, 2.5c state. 
It Lake—7c gas tax applies to motor fuel 
ong: avgas taxes are 2c federal, 4c state. 
—— Be oS gs 2p lies to motor fuel 
only; avgas ederal, 3.5c terri- 
torial. aa , 4 FR oil price is ex 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawaiian gross income tax of 
resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of 
(Regular) and Chevron Aviation g0/et add to to 
400-gals.-and-over price 1.0c ¥ ~ 40-199 
0.5¢ for 200-399 wa except for de! to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0c gal.; except at Honolulu add 6.0c for 

gals. a. Marine trade and less 
reside trade. Prices for 
Chevron Aviation so/8T at Salt Lake be ap- 
ply to all quantities in excess gals. 
ices for Chevron Supreme , XE are 
2.2c gal. higher, except at Boise, and Salt 
Lake, which are 2.0¢ gal. higher—than Chev- 
ron (Regular) for quantity delivered. For less 
than 40 gal. deliveries, add 5.0c gal. to 400- 
gals.-and-over price, except at Honolulu, add 
5.0c gal. for less than 40 gals. (Marine) and 
less than 100 gals. Shoreside). Add to Chev- 
ron Aviation 80/87 quantity delivered prices, 
rd 91/98, 5.0¢ for 100/130 and 8.0c for 
11 

Kerosine—T.T. prices, except at Salt 4 
City, apply to deliveries of 400 gals. & ov 
For other deliveries: less than 40 gals., “a 
8c; 200-399 gals., add 1c; 40-199 gals., add 4c; 
tank car/truck trailer; deduct 1.5¢. Salt Lake 
City posted tank truck price is for minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oi] & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; “a gals., add 0.5c; less 
than 40 gals., ‘add 5 

"Standard No. 2 Dorner Oil. 


Humble Gaso- Kerosine 


oil Regular line Tank Re- 
T.W. Retail Taxes Wagon tail 

Dallas, Tex... : . ‘ : 17.6 
«- 14.8 . a 13. 17.5 

Houston 14.7 k ’ J 17.6 
San Antonio.. 15.0 B . ‘ 17.5 





Notes: 

T.W. prices are to all classes of dealers and 
consumers. 

Premium-grade gasoline t.w. prices 2c above 
regular. 


Ala. 1 
Kans. arene: La. 1/3 
1/20c; C.'1/4c; N. D. 1/2 
Tenn. a/c; and Wise. 3/100c. 

Kerosine inspection fees only: Ala. 1/2c; lowa 1/50c; Mich. 1/5c. 


al., included in Lo gasoline and kerosine prices, 
unless otherwise specified, are as 

1/40c on gasoline; Ark. 1/20c; Tia. ifs; a afte; Ind. 2/25¢; 
2c; Minn. 5/200¢; 2/100c; 


Mo. 1/25 ; Nev. 
Oc; Okla. 2/25c; i Mee: S. D. 1/40c¢; 


Esso Gasoline 


Esso (eau 
Gasoline 


Standard 


fpteatio City, N.J.. 1 


a 
i 





: Bea Con heHawon: &: ae 


a 
WARSI HIAMAMOOHARNOMAIIWE OHROONADe 

at 
WARWIASOCHO IADR RNOOHRNOTNITACHOONAAH tN! 
OOOO OOOOOO COO OOOO WO WO A3-3-3-1 WH WW ~IH HEE 
mocooocoocooooooseoooooooSooooSCOoSSSSSSO 


CIRCA naome: - 


oe 
a 
wo 
ae 
Quo 
nn 


Little Rock, Ark... . 


Naphthas T.W.' & Steel Bbis. 
Min. _ Seietes ——s -&P. 


24.0 25.5 


over... 


FUEL OILS—T.W. 
No.1 No.2 No.4 No.6 

(santo City, N. J. 14. ‘4 «18.4 
Newar 14.4 18.4 $8.744 $2. 886 
18.6 38.79 2.85 
18.9 4. 7“ 2.89 
13.2 oa - 
13.8 
18.9 
Ly 6 





Taxes: Louisiana kerosine prices do not include 
le state 

Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add lc for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for A delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.83 per bbl. 

Premium-grade gasoline t.w. 
above regular. 


prices 2.5¢ 


I rial (Prices are per tnpertel al. ; 
—o arrive at price per g AD 


Oil subtract 1/6th 


(Esso 
Regular Grade) Kero- 
Dealer Gasoline sine 
-W. axes T. 
St. John’s Nfid . 14.0 
Halifax, N. 8. 2 
St. Johns, N. B. 
Charlottetown, ™ E. . 
treal, Que. 


eis 
per 


et et et et 
SCOP RK OOH wWwwN 


eee 
eccooooooooooo 


seneuEMEEBeRs 
oOCare nacre 
EBESSSSEKRSE 
COBH NATH On 


o 
J 


Vancouver, B. 


Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2¢ 
above regular. 

*Price is is for Premium-grade. 
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Why gasoline 
Is a real bargain 


today 


Two facts lie behind the low price you pay for gasoline: 
oil companies work constantly through research to im- 
prove products and keep prices low, and they compete 
intensely for your patronage. That’s why Standard opened 
the West’s first petroleum research laboratory 32 years 
ago—and invests about $6 million annually in research. 


One result you see here. Thanks to competition, 
gasoline prices (aside from taxes) have risen only 
20% since 1925 . . . less than half as much as practi- 
cally anything else you buy. But there have been 
other benefits for you, too. Research, motivated by 
competition, has resulted in a steadily improving gas- 
oline. Two gallons of modern gasoline do the work 
that required 3 in 1925, and this has paved the way 
for lighter, more efficient car engines that give you 





more power, performance and economy. Competition 
and research have led to better gas station service, as 
well, and to the world-wide search that has discovered 
the largest known oil reserves in America’s history. 
Last year, Standard Oil Company of California 
invested $225 million in exploration, new oil wells, 
improved facilities to keep pace with competition. 
The result is better gasoline at prices which make 
it one of the real bargains in your family budget. 


75 years of planning ahead lo serve you beller 
STANDARD OIL COMPANY OF CALIFORNIA 
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PRICES in effect March 15—Tank Wagon—Cont. 
Mo! as Aircraft ov als 


Secony Vacuum 
rade Grade Mobilgas (Regular Grade) No. 4 
Gasoline 80 91 100 Cons. Dir. Cons. Dir. Mobil Kerosine Diesel Fuel 
T.C. Yard T.W. T.C. T.W. 


Hy 
pr ia 


Tae T.V. £.Y. £.V. TC. Te. F.0. FW. 
New York City: 


15.5 11.21 
15.5 
15.5 
15.5 


. 
. 
th onal eee owed oe 


: SS: SeweoeMess: oo: 


coe 
Sos ane 
' & 888333 


eoocococoscooooooSoSooSoSSSSSoSSOSS 
. Pe fet tt et pt et et et ee, 
RE: EReRENMPEE: EE: 
+ oO BAO MOAI OO: oy 
ee 
1 MO: BMIOCCROR DDD: aor: 


12.5 


| eel apy - prices are ex 3% city sa , Syracuse prion os 9% city cokes tam. eppttestie te price of anetiine (ex tax). 
Mobil Sevesine tow York ¢ Oity “ail seman Fy and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gals. 

Mobilfuel Diesel—All points, tank wagon less 0.5c for deliveries of 800 gals. or more. 
and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gal. or more. 


Mobilheat—New York City (all boroughs) 
.C. prices are delivered prices, all other T.C. prices are FOB bulk terminals. 


or more. 


Notes: Jamestown T.C 
Effective dates: "March 8, xMarch 9, “March 11. 


Sete X-Tane Gasoline 
Ohio Standard Aviation Gas.-Cons.T.W. (Regular Grade) 
Schio Sohio Sohio Con- Re- 
ae. 


Avia. Avia. 
91 100 


Naptha & Solvents—Cons. T.W. 
D.C. V.M.&P. Sohio 
Naph- Naph- Varno- Sol- 
tha tha lene vent 


w 
» 


8 
° 
8 
° 


28.75 
23.75 
23.75 
23.75 
23.75 
23.75 
23.75 
23.75 
23.75 
23.75 
23. 


75 
23.75 
18.75 
Taange Besaer cpenatens can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with ‘State Tax Exemption Form 
-10 to supplier. 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c = consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add lc per gal., 1-49 gals. add 2c per gal. 
aan 2 Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other fulbvealas 150-499 A. 4 add 2c; less than 150 
gals., a 


Svar erete gasoline t.w. prices 20 above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated 
ns 


SESSSBESSEEE 
wove wvcvvvvceovve 
MAMAN AMNAM NNN 
SESE SSEEEEEE 
ecooooocoooooo 
SESESESEESESS 
cooooooesoooso 
BSSBRRRERSRS 
eccoooocoooesoooce 
SSESSRRERERRS 
ccoooooocoosooo 
‘ag sy ng Wg Ha 9 2a ga 
was awaaaanay 


indiana Standard 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 

of Indiana bulk plants where the company’s prices are publicly posted. 
Red Crown St lex Furnace Oi]———_—_ 
(Reg. Grade) Gaso- Kero- 100 100- 100- ‘I75- 350 850 
Cons. Dir. line sine 1-99 gals. 175 349 849 = gals. Gals. 
T.W. T.W. Taxes T.W. gals. & over gals. gals. gals. S& over &over 

Chicago, Ill 18.3 , 7.0 wine e080 

South 6 

. 18.8 


Mpls.-St. Paul. 
Des Moines, Ia. . 





Kentucky 
Standard 


: 


eyer ret ts) 
00 G0 G0 3 ON ~3 ~2- 
OD Ror Om 
Pi =3=3 IM IAIN < 
cooooooouo 


Beams B Di.n0...00s 
Milwaukee, Wisc... . . 


= 
COSOBDMBBSSOOOOOOO 
cooocooeoooseooososoo 


14.5 
Fuel Oile—T.W.—Chicago, Ill. 


Standard Stanolex 
Heater Oil Furnace Oil 


15.3 


Fire-Chief Gasoline 
— Grade) 
Dea asoline 

Taxes 


Texas 
Co. 


~ 
ARARAAAWMNORORAH ONMwN 


CORR HR NwAnwDeonmwone: 


14.8 
138.8 
Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, le 
county; Montgomery, ic city & lc coun 
Pensacola, 1c city. Other taxes not included 4 
prices: Georgia, kerosine, lc; Montgomery, 
kerosine, 1c; Mississippi, kerosine 0.5c. 





1-749 

750 gals. ‘ 
Taxes: St. Louis, Mo., gasoline tax includes 1c 
city tax. Des Moines, Ia., kerosine and furnace 


eee 
orewomooomnds 
eooooooooooe 
a 


AAAAARAAAMRMAAAH 


also to 


oil prices do not include 4c state tax. State 
, occupation, consumer & use taxes to be 
added where applicable. 


*“Temporary” price. 
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Notes: ote t.w. Be: app! 





th minimum delivery 


50 gals. 
°t Premfurm-grade gasoline t.w. prices 2c above 
regular. 


Notes: 
Premium-grade gasoline t.w. prices 2c above 


Cons. t.w. prices same as net dealer prices. 
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UNDISPLAYED RATE 
$1.50 a line. Minimum 3 lines. To figure ad- 
vonce payment ceunt 5 average words as oa 
line. (See { on Box Numbers.) 
POSITION WANTED. Undisplayed rate is one 
half of above rate, payable in ady 
PROPOSALS, $1.50 cents @ line an insertion. 








CLASSIFIED 


INFORMATION: 
BOX NUMBERS count one additional line in 


ads. 
DISCOUNT OF 10% if full payment is mode 
in advance for four consecutive insertions of 
undisplayed ads (not including proposals). 


DISPLAYED RATE 
The advertising rote is $14.50 per inch fer oli 
advertising appearing on other thon o@ con- 
troct basis. Contract rates quoted on request. 
AN ADVERTISING INCH is measured % inch 
vertically on one column, 3 columns—30 inches 
—to a page. 


Send NEW ADVERTISEMENTS to Classified Advertising Division, NATIONAL PETROLEUM NEWS, 330 W. 42nd St., N. Y. 36, N. Y. 
SECTION CLOSES each Wednesday, one week preceding date of issue. 











Wanted Experienced Exporter 


To establish Petroleum Products export de- 
partment. Excellent rtunity. Salary plus 
profit sha . Send full resume which will 
be held ential. 

P-2107 National Petroleum News 
330 W. 42 St. New York 36, N. Y. 








An 


Investmente 


Productive advertising 


is an INVESTMENT 
rather than an EX- 
PENDITURE. 


“Classified” 


almost invariably report 


advertisers 


prompt and satisfactory 


results. 


BE CONVINCED — 
send us your advertise- 


ment TODAY. 


Address 
Classified Advertising Division 


McGRAW-HILL 
PUBLISHING CO. 





DISTRIBUTORS WANTED 


Expansion program for Virginia, North Caro- 

lina, South Carolina and Ohio for distribu- 
tion of a full line of lubricating oils avail- 
able in drums and cans, plus a complete 
offering of Gear Oils and Greases. 
These four territories are open for aggressive 
established distributors experienced in sales 
to Motor Car Dealers, Motor Truck and Bus 
perators, Farm E , etc. If qualified, 
protected territorial “rights * will be arranged. 
Details in full please. 


RW2101 National Petroleum News 
330 W. 42 St., New York 36, N. Y. 














MALE HELP WANTED 
Mechanical Foreman 


With complete knowledge of the mainte- 
nance functions of a refinery; five to seven 
years’ experience in machine shops and on 
repairs of mechanical equipment, e.g. pumps, 
compression turbines, etc. Job location is in 
Canada, 

Reply giving details of age, marital status, 
education, salary expected, and experinece 
to 


P-2063 National Petroleum News 
330 W. 42 St., New York 36, N. Y. 











REPLIES (Box No.): Address to office nearest you 
NEW YORK: Fy W. 42nd St. (36) 
CHICAGO: N. Michigan Ave. (11) 
SAN FRANCISCO: 68 Post St. (4) 








330 W. 42nd St., N. Y. 36, N. Y. 





CeCe MT" 


Selling Opportunity Offered 


Major oil company wants LPG salesmen for Mid- 
West, Oklahoma, Texas. Prefer college grads. 
with some sales experience. Give complete data 
including salary and photo if available. SW-1978, 
National Petroleum News. 











Positi Wanted 











d Lubri : Chemist and chemical en- 
gineer seeks supervisory or managerial position. 
Broad exp. covers operations, processi rod- 
uct development, additives, industrial — 4 Diesel 
lubricants. Over 45, personable, co-operative, 
available now. PW-2079 National Petroleum News. 


EQUIPMENT-ased-surplus | 


For Sale 


New 20,000 gal 10'6” x 31’ 5/6 inch thick 
tank. $135.00 at Springfield, Mo. Lestan Corp., 
Rosemont, Pa. 


Daclai, 
































Wanted—— 











BULK PLANT 
FOR SALE 
2—20,000 gal. Vertical 
1—15,000 gal. Vertical 
1—12,000 gal. Vertical 
Dual Pumping System 3” lines with loading 
rack. Also tank car unloading rack. 


Plant in good condition. Will sell part or 
all. Priced right. 


J. H. ROBINSON OIL CO. 
Albion, N. Y. 








FOR SALE 


SINGLE AXLE TANK TRAILER, 12-2500 te 
4200 golion —. Freuhauf, Stondards, Butters, 
Trailmobile, to é Son enaterens Priced from 
$850.00 to $1750.60 


TANDEM AXLE TANK TRAILER, 32-4500 te 
7500 — i. Freuhauf, Standards, Fraziers, 
Trailm to 6 compartments, Priced from 
$1750.00 % $5250.00. 


TANDEM AXLE ASPHALT UNITS, 9-3600 te 
5500 galion units. Insulated, steam ~~ or 
» Priced from $1750.00 to $5500.00 





Used 1000 to 1300 gallon truck tank, must be 
in a condition. Stevens Oil Co., Traverse City, 
Mich 


"BUSINESS OPPORTUNITIES 


Vent TS 

















Gasoline business, must have good vol- 
ume of sales. Prefer Southern States, other loca- 
iene considered. BO-1813, National Petroleum 
News. 





Wanted: Independent service stations or chain 
of stations located in the South Eastern States. 
Would consider buying or leasing. BO-2013, Na- 
tional Petroleum News. 


WANTED 
USED 3000 to 3600 Gal. 
SEMI TANK TRAILER 
State Weight and Length. 
HUTH OIL SERVICE 
2890 E. 83rd St., Cleveland 4, Ohio 














Wwe TRADE, FINANCE, DELIVER. PICTURES & 
DATA ON REQUEST. 


Buy from BRUCE E. HACKETT CO. 
621 West 58 St. Kansos City, Me. 
Hilond 1385 











FOR SALE 
Complete Motor Oil 
Compounding Plant 


Bowers Proportioner — Automatic Can 
Filler with Conveyor 

Barreling Meter — Continental Closing 
Machine 

8—6000 Gallon Tanks 

2— 700 5 Kettles 
Oklahoma Oil Products Corp. 

4533 West Roosevelt Rd. 
Chicago 24, Ill. 
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ABOUT OIL PEOPLE 


CHICAGO OIL MEN’S CLUB will be headed by the officers 
shown seated: (left to right) Secretary Walter F. Vogt, Standard 
Oil Co. (Ind.) ; Treasurer Bernard G. Ziv, Shell Oil Co.; Presi- 
dent William H. Ganley, Falley Petroleum Co.; and Second 
Vice President Ray C. Duffett, Globe Oil & Refining Co. Other 
leaders of the 30-year old club are: (standing left to right) 
Director Charles K. Haddon, II, Harry P. Dunn Co.; Director 
O. R. Waller, Petroleum Marketer; House Committee Chair- 
man Girard P. Roger, Jr., P. R. Girard Co.; Entertainment 


E. J. Wood is 
now a member of 
the New England 
sales staff of the 
New York & New 
Jersey Lubricant 
Co. He will cover 
Maine, New 
Hampshire and 
northern Ver- 
mont. A_ textile 
engineer with ex- 
perience in sev- 
eral other industries, Mr. Wood will 
handle the lubrication problems of 
textile and other industrial concerns 

* 

Kenneth S. Adams, board chairman 
of Phillips Petroleum Co., Bartlesville, 
Okla., was one of the prominent oil 
men invited to President Eisenhower’s 
“stag” dinner on March 4. 

: ° 

Frank P. Weaver is the chairman of 
the New Jersey Oil Industry Informa- 
tion Committee succeeding William W. 
Bryan. Mr. Weaver, who is branch 
manager of southern New Jersey for 
American Oil Co., has served as vice 
chairman of the committee and in 
other capacities. 

A native of Baltimore, Mr. Weaver 
studied engineering at Johns Hopkins 
University and was a fighter pilot in 
World War I. He began his career 
with American Oil in 1934 as a junior 
salesman in Harrisburg, Pa. 

7. 

D. R. McCallum is the new district 
manager, Rocky Mountain District 
for the Sinclair Refining Co. Mr. 
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McCallum joined the Sinclair organi- 
zation in 1937. He was appointed 
district area manager, South Carolina 
in 1949; then, area manager, northern 
Alabama in 1951. In 1953 he was 
made assistant district manager of the 
Rocky Mountain District, the position 
he held at the time of his latest pro- 
motion. 


William B. Maloney will become 
assistant manager of the Employes 
Relations Department of the Standard 
Oil Co. (New Jersey) in New York 
City, effective April 1. He has been 
manager of Employee Relations for 
Esso Standard Oil Co. since 1949. 


Hal G. Mullen, 
manager of indus- 
trial product sales 
for the eastern di- 
vision of Tide 
Water Associated 
Oil Co., New 
York City, plans 
to retire on 
March 31, after 
30 years with the 
company. 

Mr. Mullen 
joined Tide Water Associated in 1924. 
He represented the company in South 
America in 1925, and upon returning 
to this country, was appointed indus- 
trial sales supervisor. He assumed his 
present position as manager of the 
industrial products sales department 
in 1936. 


Following his retirement, Mr. and 


H. G. Mullen 


Committee Chairman Clifford P. Wells, Jr., Standard Oil Co. 
(Ind.); Publicity Chairman John J. Orr, Franklin Supply Co., 
Director Gerald F. Trip, Gustafson Oil Co.; Director Girard 
P. Roger, P. R. Girard Co.; Finance Committee Chairman 
John H. Harmon, Jr., Pure Oil Co.; Membership Committee 
Chairman Edwin J. Freeman, American Mexican Pertoleum 
Corp.; Director Henry G. Plane, Johnson Oil & Refining Co.; 
and Reception Committee Chairman William C. Griffiths, Wil- 
liam C. Griffiths Co. 


Mrs. Mullen plan to move from Ridge- 
wood, N.J., to Deerfield Beach, Fla. 


John Manley, a 13-year veteran 
with Naph-Sol Refining Co., has been 
made manager of the company’s 200,- 
000-bbI. products terminal at Green- 
bay, Wis. 

» 


Harry Jeffries has been elected vice 
president of the Sinclair Oil Corp. He 
had served the company as comp- 
troller since 1950. 

Succeeding Mr. Jeffries as comp- 
troller is S. H. McManus, formerly 
assistant comptroller. O. P. Thomas is 
taking over as assistant comptroller. 


Frank E. White is administrative 
assistant to General Petroleum’s sales 
manager, Baxter Ball, with offices in 
Los Angeles. A 25-year GP veteran, 
Mr. White formerly was marketing 
assistant for the northern California 
division. 

J. H. Clark, chief accountant for 
the northern California division, suc- 
ceeds Mr. White. 


A. L. (Lon) Stannard, Signal Oil Co. 
distributor of Downey, Calif. (Greater 
Los Angeles), was re-elected president 
of the California Petroleum Distribu- 
tors Assn. at an annual meeting in 
Fresno. 

Other officers: O. B. Armour, Rio 
Grande Oil Co. distributor, San Diego, 
executive vice president for southern 
division; Charles Hodgers, Signal dis- 
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We 


An unusually large PLANNED stock assures 
IMMEDIATE SHIPMENT of practically any 
standard LELAND Explosion-Proof* Motor you 
require! 

Factory and well-placed branch stocks include 
sizes from 1/6 thru 5 HP, either singlephase or 
polyphase; standard 4 pole, 1725 rpm... also some 
1140 and 3450 rpm. 

LELAND’s contribution to the Petroleum 
Industry includes this complete line, in addition 


& Gg) products are better. 


In stock 
for quick shipment— 


LELAND 


Explosion-Proof* Motors 





to the famous gasoline pump motor developed by 
LELAND more than 30 years ago. 

On motors designed to your special needs we 
can also probably give faster service because of 
the many variations we have already developed 
for others. 

Write for Bulletin 100, and name of your loca! 
LELAND dealer or representative. 


*Underwriters’ approved for Class 1, Group D, hazardous 
locations: atmospheres containing gasoline, petroleum, navh- 
tha, natural gas, lacquer solvent vapors. ete 


. by design 


*LELAND (¢) ELECTRIC” 


DAYTON I, OHIO 


Division of AMERICAN MACHINE & FOUNDRY COMPANY, New York 
In CANADA, Leland Electric Canada, Ltd., Guelph, Ontario 
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"JUST LIKE MONEY IN THE BANK” 


|= 


e DEPENDABLE e REQUIRES LESS MAINTENANCE 
e LESS COSTLY TO OPERATE IN THE LONG RUN 


Maintenance costs go down and deliveries per day go up 
when you install Roper Hydraulic Power! That means 
worth-while savings that’s like putting money in the bank. 
Developed especially for fuel transfer applications, the 
mew Roper system operates product pumps and hose reels 
with greater flexibility and convenience than previously 
available. Other advantages include: smooth, shockless 
power input...elimination of auxiliary engines... 
inherently explosion-proof... increases product pump 
life . . . provides a dual system for split loads. Get a// the 
facts ... your Roper distributor has them! 


Single Shaft Roper Pump- 
Motor with dependable 
Roper Series 3600 Pump. 


ROPER 


Rotary Flamps GEO. D. ROPER CORPORATION 


473 Blackhawk Park Ave., Rockford, Illinois 
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CLOSING THE SALE that transferred 
80 gasoline and tire outlets in Washington 
and Oregon from United Petroleum Corp. 
to the Golden Eagle Companies are 
United’s President George C. Sheahan, 
and Golden Eagle President J. David 
Sterling. 


tributor, Napa, executive vice presi- 
dent for northern California; Garret 
Vander Hoop, Seaside distributor, 
Colton, secretary-treasurer, and Dan 
Lundberg, executive secretary. 

Elected to the board were: Earl 
Nelson, Texaco distributor, Reedley; 
Stevens Harris, Hyvis motor oil dis- 
tributor, Imperial valley; O. W. Ragle, 
Shell distributor, Sanger; H. C. Rein- 
ert, Rio Grande distributor, Sunland; 
Kent Moore, Hancock Oil distributor, 
Glendale, and Carroll Riggs, Union 
Oil distributor, Dinuba. 

Other new directors are: W. H. 
Nickell, Western Hyway Oil Co., West 
Sacramento, and J. H. Mahoney, 
Richfield distributor, Petaluma. 

Messrs. Harris, Mahoney, Nickell, 
and Riggs were elected to three-year 
terms. Four retiring directors are: 
Lester Cox, Ellis Vine, Howard Ten- 
ney and Howard Blakely. 


W. R. (Bill) Williams has been pro- 
moted to vice president of Smith Oil 
& Refining Co., Rockford, Ill. He also 
is a member of the board and will con- 
tinue to serve as assistant to the presi- 
dent, Stanton K. Smith. 

* 


C. R. “Chuck” Wheeler is the new 
western sales representative for the 
Southwest Grease & Oil Co., Inc., 
Wichita, Kan. His territory includes 
all states west of the Rocky Moun- 
tains. Mr. Wheeler formerly was a 
field representative for the Pennsyl- 
vania Grade Crude Oil Assn. 
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ADVERTISERS' INDEX 





American Flange & Mfg. Co. 
Armstrong Rubber Co. 


Autocar Div., White Motor Co. l 
Barrett Mfg. Co. 


Buckeye Iron and Brass Works 


Showing auto fitted 


Champion Pneumatic Machinery : : w 
Co with radio-activity gear 
Champlin Refining Co to record instantaneous 


. f f oil 
Chevrolet Motors Div., General a arg gyy 
compounded with 


Contant Co Oronite additives. Tests 
Crown Cork & Seal Co., Inc., = pe nm all 
Crown Can Division ’ ype 9 


conditions. 
Deep Rock Oil Corp. 
Dill Mfg. Co. 
Dupont de Nemours & Co., Inc. 
EB. 1. 


Erie Meter Systems, Inc. 2nd Cover 
Ever-Tite Coupling Co. 26 
Ethyl Corp. Facing 2nd Cover 


Ford Motor Co. 47 


General American Transportation 
Corp. 
Gilbert & Barker Mfg. Co. 


Hartol Petroleum Corp. 
Horix Mfg. Co. 


International Lubricant Corp. 


Leland Electric Co. 
Lion Uniform Co. 


Miller Rubber Co., Div. of B. F. 
Goodrich Co. 

Milwaukee Valve Co. 

Mohawk Rubber Co. 


New England Petroleum Corp. 
Oronite Chemical Co. 


Patent Chemicals, Inc. ‘ 
Penn-Central Oil Co. ri 


Progress Mfg. Co. 

a n A Oronite was first to make practical engine use of With Oronite Additives 
Republic Oil Refining Co. radio-activity to develop superior lubricating oil | you can formulate oils to 
Roper Corp., Geo. D. additives. This science has progressed far at Oronite | meet the new A.PL Service 


Scully Signal Co in the past few years. Today, radio-activity is em- eens — 2 
, : ments Ae cifications for 2- 
Smith Corp., A. O. .. Sed Cover ployed under all types of actual operating conditions 104-B, MIL-0-2104, Supple- 


. . to gain instantaneous measurements from oils com- ear . 
Standard Oil Co. of Calif. 65 e ment I and Series 2 oils. 


- pounded from Oronite additives—to provide you 
Sun Oil Co. ...... 4th Cover with even more advanced additives. OTHER OROWITE PRODUCTS 
Gas Odorants 


Thermoid Co. cs . 41 The research and testing facilities behind Oronite Polybutenes 
Tokheim Corp. ....... 51 additives are the most advanced in the nation. With Phenol 
Trailmobile, Inc. . 36-37 this years-ahead research it is possible that Oronite Wetting Agents 

. : could provide your finished oil with competitive ad- Dispersant FO 
United Refining Co. . 61 vantages you need to win and hold a market. (Furnace Oll Inhibitor) 


U.S. Rubber Co. . 42 2003 


Oronite will tailor-make additives to your base 
Wayne Pump Co. 8-9 oils — meeting your price and performance specifi- 
Westinghouse Air Brake Co. 25 | cations. 
Wilson’s Sons, Inc., Wm. M. 40 See what Oronite additives can offer you. Just con- 
tact the Oronite office nearest you. 











ORONITE 
ss CHEMICAL 
Classified Advertising | > ed * ra es COMPANY 

H. E. Hilty, Mgr. «4 °, : te: 


EQUIPMENT 
EMPLOYMENT 
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V. L. Brophy 


Vv. L. Brophy, 
has been appoint- 
ed manager of 
market develop- 
ment for the 
Sinclair Refining 
Co., New York 
City. Prior to his 
promotion he was 
assistant manager 
of market devel- 
opment. 

Mr. Brophy 
joined Sinclair in 1925 as a salesman 
in Toledo. After serving in several 
other capacities for the company, he 
was appointed merchandising man- 
ager of the Central District in 1936. 
He moved to New York City in 1952 
as assistant manager of market de- 
velopment. 

W. R. Kelly, formerly manager of 
sales promotion, moves up to assistant 
manager of market development, suc- 
ceeding Mr. Brophy. Mr. Kelly joined 
Sinclair as a service station operator 
in 1926. In 1952 his career with Sin- 
clair was interrupted when he went 
into the Army Air Corps. Commis- 
sioned a captain, he served as a fuel 
officer in Africa and the Middle East 
with the Air Transport Command. 

When he returned to the company 
in 1945, he was placed in charge of 
Sinclair’s TBA promotion. In 1952 
he became manager of sales promo- 
tion, the position he held prior to his 
present appointment. 

J. A. Ahearn, director of supply 
and distribution for Sinclair Refining, 
is now a vice president of the com- 
pany. Mr. Ahearn joined Sinclair in 
1924 and has served as assistant to the 
marketing manager, Southwestern Dis- 
trict, and as assistant to the vice presi- 
dent in charge of marketing. 

* 

C. J. Guzzo was elected to the posi- 
tion of vice president of the Gulf Oil 
Corp. and Gulf Refining Co. effective 
March 1. He will continue in the 
domestic marketing department but 
will change his headquarters from 
New Orleans to the company’s general 
Offices in Pittsburgh. 

Mr. Guzzo has been division gen- 


J. A. Ahearn 
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eral manager of the company’s New 
Orleans Sales territory since 1949, in 
charge of the sale of Gulf products in 
Louisiana, Mississippi, Tennessee, 
Alabama, Arkansas, and Missouri. A 
veteran of 40 years with Gulf, he 
joined the company as a clerk in 
Alexandria, La. 
a 


Roy S. Reed, formerly of Kanotex 
Refining Co. and Anderson-Prichard 
Oil Corp., has formed his own com- 
pany in Kansas City, specializing in 
highway and industrial asphalt. The 
new firm is known as the Roy S. Reed 
Co. 


DEATHS 


Paul D. Sweney, 66, vice president 
of Sweco Oils, Inc., Peoria, Ill., died 
Feb. 26 at Methodist Hospital. 

Mr. Sweney, in addition to being 
vice president of Sweco Oils, was a 
director of the Sweney Gasoline and 
Oil Co., Peoria. 

He had been with Sweney Gasoline 
and Oil Co. for 30 years and at one 
time had served that company as pres- 
ident of the board of directors. The 
Sweney Co. is a jobbership now dis- 
tributing DX products for Mid-Conti- 
nent Petroleum Co. 

In April, 1953, he was named vice 
president of Sweco Oils, formerly 
known as McKenty-Brown Inc. With 
this appointment he became associated 
with his son, Jack C. Sweney who 
became president of Sweco Oils, at 
the same time. Sweco Oils is distributor 
for Phillips Petroleum Co. in the 
Peoria, IIl., area. 

Mr. Sweney was a member of the 
Marketing Committee of the American 
Petroleum Institute, and a past presi- 
dent of the Illinois Petroleum Market- 
er’s Association. 

He is survived by his wife, Olyne 
Harris Sweney; a son, Jack C.; two 
daughters, Mrs. Margaret Funk and 
Mrs. Marian Szold; and seven grand- 
children. 

2 


Carl A. Johnson, 76, died March 2 
at Pasadena, Calif., after a six-month 
illness. Mr. Johnson was board chair- 
man of Socal Oil & Refining Co., and 
president of the Holly Development 
Co., a producing company. In addi- 
tion, he was the immediate past presi- 
dent of the Independent Refiners Assn. 
of California, a director of that asso- 
ciation; of Western Oil & Gas Assn.; 
and the Independent Petroleum Assn. 
of America. He was also a member of 
the National Petroleum Council. 


COMING MEETINGS 


MARCH 


North Texas Oil & Gas Assn., annual meeting, 
Kemp Hotel, Wichita Falls, Tex., March 27. 


Western Petroleum Refiners Assn., annua) 
meeting, Plaza Hotel, San Antonio, Tex., 
March 29-31. 


APRIL 


National Oil Jobbers Council, The Homestead, 
Hot Springs, Va., April 1-3. 


American Society of Lubrication Engineers, 
Netherlands-Plaza, Cincinnati, Ohio, April 
5-7. 


Assn. of Eastern Petroleum Credit Managers, 
annual meeting, Hotel Statler, Buffalo, 
N. Y., April 5-7. 


Oil Heat Institute of Washington, annua! 
meeting, Chinook Hotel, Yakima, Wash., 
April 9-10. 


National Petroleum Assn., 5ist semi-annual 
meeting, Hotel Cleveland, Cleveland, Ohio, 
April 14-16. 


Georgia Independent Oilmen’s Assn., annual 
convention, Hotel Dempsey, Macon, Ga., 
April 22-23. 


Michigan Petroleum Assn., spring meeting, 
Pantlind Hotel, Grand Rapids, Mich., April 
27-28. 


Fuel Oil Distributors Assn. of New Jersey, an- 
nual convention, Berkeley-Carteret Hotel, 
Asbury Park, N. J., Apr. 28-30. 


MAY 


Tennessee Oil Men’s Assn., semi-annual con- 
vention, Hermitage Hotel, Nashville, Tenn., 
May 2-4. 


Oil Industry TBA Group, midwest section, 
Sheraton Hotel, Chicago, Ill., May 3-4. 


American Petroleum Institute, Lubrication 
Committee, Skytop Lodge, Skytop, Pa., May 
3-5. 


American Petroleum Institute, Safety & Fire 
Protection Committee, midyear meeting, 
Chase-Park Plaza, St. Louis, May 3-7. 


National Highway Users Conference, Fifth 
Highway Transportation Congress, Mayflower 
Hotel, Washington, D. C., May 4-6. 


National Tank Truck Carriers, 6th annual con- 
vention, Netherlands-Plaza, Cincinnati, Ohio, 
May 6-8. 


Empire State Petroleum Assn., Hotel Roose- 
velt, New York, May 9-11. 


Pennsylvania Petroleum Assn., spring conven- 
Lg Bedford Springs Hotel, Bedford, Penn., 
May 9-11. 


Liquefied Petroleum Gas Assn. Annua! Conven- 
— Conrad Hilton Hotel, Chicago, Ill., May 
9-12. 


American Petroleum Institute, Division of 
Transportation, Products Pipe Line Confer- 
ence, Warwick Hotel, Philadelphia, Penn., 
May 10-12. 


American Petroleum Institute, Division of Re- 
fining, midyear meeting, Rice Hotel, Hous- 
ton, May 10-13. 


Indiana Independent Petroleum Assn., French 
Lick Hotel, French Lick, Ind., May 12-13. 


Assn. of American Battery Manufacturers, 
White Sulphur Springs, W. Va., May 13-15. 


Interstate Oil Compact Commission, spring 
meeting, General Oglethorpe Hotel, Savan- 
nah, Ga., May 14-15. 


Oil Heat Institute of America, 32nd_ annual 
convention, 20th Oil Heat Show & National 
Indoor Comfort Exposition, Commercial Mu- 
seum, Benjamin Franklin Hotel, Philadel- 
phia, Penna., May 16-20. 


American Petroleum Institute, Division of 
Marketing, midyear meeting, Cosmopolitan 
Hotel, Denver, Colo., May 17-19. 


National Fire Protective Assn., 58th annual 
meeting, Statler Hotel, Washington, D. C., 
May 17-21. 


North Carolina Oil Jobbers Assn., spring con- 
vention cruise on board the Queen of Ber- 
muda, sailing from Norfolk for Bermuda, 
May 23-28. 


Packaging Institute, Petroleum Packaging 
Committee, Cleveland, Ohio, May 24-25. 
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ALL THIS- 
and a 2-YEAR GUARANTY, too! 


The meter is the heart of the 
pump! Only in the SMITH- 
way Service Station Pump 
can you get the proved, func- 
tional Smith PM-2 Meter. 


It’s self-purging - the Smith PM-2 Meter passes 


water and sediment— Outlet at bottom—No chance 


... and remember! 

You are further protected by 
the SMITHway Replacement 
Plan, which provides a fac- 


Accurate at any flow rate. Now, add to these out- 


tory reconditioned meter 
(warranted 12 months) for 
only $15.00 exchange. 


standing features: It’s guaranteed TWO full years! 
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to accumulate foreign matter to cause wear- 
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FACTORIES: 5715 SMITHWAY ST., LOS ANGELES 22, CALIF., P.0. BOX 500, SUCCASUNNA, WJ. 

Offices: Atlanta, Chicago 7, Houston 20, Los Angeles 22, New 

York 36 * Canada: Toronto 12, Vancouver 1 + International 
Division — Milwaukee 1, Wisconsin 





GASOLINE ENGINE 
SERVICE 


MS 


Prepare for 


VEE | Spring Changeover 
NOW! 


MIL 


SUN OFFERS YOU OILS TO MEET ALL 
NEW API SERVICE CLASSIFICATIONS 


For marketers who do not have blending equipment, 
DIESEL ENGINE Sun can supply a complete line of finished oils, SAE 
5W-20 through 50, to satisfy every operating require- 

SERVICE ment of gasoline and diesel engines. 





To compounders, base blending stocks are made avail- 
able for compounding their own motor oils to meet 
every API classification. 

Available only in drums and bulk 


Write for new booklet, “Sun Motor Oils for 
Wholesaler’”’. It gives information on service re- 


quirements and the Sun Oils available for use 
D> ns under each API classification. 
SUN OIL COMPANY eanaverena s, 


In Canada: Sun Oil Company Ltd., Toronto and Montreal 




















